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• Switchgear • Controls • 4160 Volts 

• Nuclear, Chemical, Biological 
Protection 




Enercon is committed to engineering excellence. Every custom 
designed project we build is of the highest quality. Our worldwide 
leadership and years of experience in the design and 
manufacturing of engine generator set packages and enclosures 
for customer provided engines, make us uniquely qualified to meet 
your needs. 


• Two 8,000 HP Engines 

• 5.2 Mega Watts • 6.6 kV 

• Stainless Steel Enclosure 

• Sound Attenuated 

• Explosion Proof 



We continue to grow and strengthen our manufacturing 
capabilities with offices and manufacturing facilities across the 
globe. From our headquarters in East Peoria, Illinois, to our facilities 
in Barnesville, Georgia, Phoenix, Arizona, Singapore and Bangladesh, 
we are able to meet our customer’s exact specifications and 
requirements, however unique, with a full line up of custom power 
generation products and services. 




ENGINEERING, INC. ■ • 


CUSTOM SWITCHGEAR • CONTROL SYSTEMS • PACKAGING 
POWER MODULES • ENCLOSURES • COGENERATION 

1.800.2 1 8.883 1 • WWW.ENERCON-ENG.COM 


• Eight Engines @ 1148 HP 

• 820 kW • 4160 Volts 

• 142 Amp • 60 Hz • 3 Phase 

• 6520 kW Total Power 
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THIS ONE GOES INTO 
THE PLUS COLUMN! 


The All-New GTI+ Bi-FueF system delivers a noticeable 
performance increase over earlier systems and substantially 
reduces operating costs. 



Like all GTI bi-fuel systems, the GTI+ takes 
advantage of patented technologies that en- 
able operators of heavy-duty diesel engines to 
substitute diesel fuel with lower cost, clean- 
burning natural gas. 

NEW specialized Altronic AGV5 micropro- 
cessor-based smart valve serves as both zero 
governor pressure controller and fuel valve. 

NEW mixer design provides optimal demand 
signal to supply the required air/gas mixture 
to the engine. The proprietary design is 
manufactured to exacting tolerances. 

NEW control strategy provides elec- 
tronic closed loop control between the 
gas train and the mixer to satisfy the 
gas demand at the turbocharger inlet. 


NEW Altronic DE-3020 Controller Platform 
provides configurable I/O for increased flexibil- 
ity across the broad expanse of diesel engine 
applications such as 
drilling rigs, where the 
gas substitution rate 
must be mapped across 
the genset load range. 

Find a distributor near 
you or learn more at 
www.gti-altronic.com. 


altronic 

GTI Bi-Fuel 





EVENTS CALENDAR 


Industry Trade Shows 

POWER-GEN International 2014 

December 9-11, 2019; Orlando, FL 

The world’s largest show for power generation, featuring the EGSA 
On-Site Power Pavilion. For exhibit information, contact EGSA at 
(561) 750-5575, ext 205 or e-mail Jalane Kellough at J.Kellough@ 
EGSA.org. 

Conferences 

EGSA 2015 Spring Conference 

March 22-24, 2015; Jacksonville, FL 

Join us as we kick off EGSAs 50th Anniversary celebration at the 
Annual Spring Conference. The Spring Conference features educa- 
tional sessions on a broad range of issues impacting today’s On-Site 
Power industry. More information will be available at www.FGSA. 
org or by calling (561) 750-5575. 

EGSA 2015 Fall Conference 

September 13-15, 2015; Denver, CO 

EGSAs Annual Fall Conference features educational sessions on a 
broad range of issues impacting today’s On-Site Power industry. 
More information will be available at www.FGSA.org or by calling 
(561) 750-5575. 


EGSA 2014 George Rowley Schools of 
On-Site Power Generation 

The most complete overview of an On-Site Power Generation Sys- 
tem available. Gain valuable Continuing Education Units (CEUs) 
by applying today! For information, visit www.EGSA.org or call 
(561) 750-5575. 

Basic School 

Orlando, FL December 9-11* 

*To be held concurrently with POWER-GEN International 2014 

Advanced Schools 

Rosemont (Chicago), IL October 20-23 


m 



We keep you 
in control 


When it comes to power generation 
and industriai engine control 
ComAp is the recognized name for: 

Advanced controller technology that 
makes the complex simple 

Outstanding quality and reliability 
Innovation and flexibility 
Exceptional value 

Worldwide availability through our 
distribution network 




ComAp 


THERE’S A COMAP SOLUTION 
FOR EVERY APPLICATION 


Visit the ComAp website: 

www.comap.cz 
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includes advertising, press releases, editorials, and other 
materials and information submitted by third parties and 
gathered by EGSA, its publisher, and its agents and from 
contributors. This information is passed along by EGSA for 
the interest of its members only With regard to products, 
services and information mentioned, advertised, or printed, 
EGSA, its publisher, and its agents, do not investigate the 
merit, accuracy or value of the material or information, 
and make no representations, warranties or endorsements 
of any kind, and hereby disclaim any responsibility to par- 
ties using such products, services or information. Readers’ 
activities are at their own risk. 

With regard to editorials, letters to the editor, columns 
and any other opinions expressed herein, EGSA, its pub- 
lisher and its agents, do not ratify, adopt, endorse or verify 
such opinions, and hereby state that any opinions, express 
or implied, are solely those of the speaker. No information 
is to be regarded as legal advice and reliance thereon and 
accuracy of statements is hereby disclaimed. 

With regard to information contained herein gener- 
ally, EGSA, its publisher and its agents, do not guarantee, 
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information, but cannot guarantee the accuracy and hereby 
disclaim liability for any reliance on the information con- 
tained herein. 
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tions, warranties or endorsements of any kind of the infor- 
mation, opinions, and advertisements contained herein, do 
not assert the accuracy of any statements and all reliance 
thereon is hereby disclaimed. 
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FROM THE TOP 



Vaughn Beasley 
2014 EGSA President 
Vaughn Beasley 
@ Ring Power, com 


Member Value Drives 
Member Engagement 


R ing Power Corp. (like many of your firms) 
dedicates considerable resources on develop- 
ing, maintaining and measuring employee en- 
gagement. Employee engagement has been prov- 
en to be a good indicator on how your company 
is measuring up! It stands to reason that highly- 
engaged and productive employees are keys to 
your company success. 

From a leadership standpoint, you can gauge 
the effectiveness of your policies, work environ- 
ment and benefits by how interested and engaged 
your employees are. There are also a number of 
ways to measure engagement; some are as simple 
as developing an opinion survey. However, met- 
rics such as employee turnover, absenteeism, low 
technician productivity and accidents are also 
key methods to measuring engagement and mon- 
itoring change. 

How do you define engagement? In the work 
place, it is commitment, work effort and the de- 
sire to stay where you are. . ..but how about defin- 
ing member engagement from an organizational 
perspective? As you know, actions speak louder 
than words. The first step to measuring mem- 
ber engagement is tracked by consistent, proac- 
tive involvement (by members in good standing) 
aligned with the organization’s mission, goals and 
values. 

There are literally hundreds of EGSA Members 
that have impacted the growth and continuum 
of EGSA. If you ever have any doubts, one only 
needs to review our last 49 EGSA Buying Guides 
to see who has made impact and brought forth 
positive effort on behalf of this great Association! 
Your Association has also implemented a recent 
method of showcasing our current valuable mem- 
ber contributions in real time. If you are inter- 
ested in seeing who is active at present, we track 
this by person (not by firm) on our website. 

However, some members just don’t get in- 
volved, so it may not be so narrowly defined. 
Engagement is known to be more rooted in emo- 
tional attachment to some “value” that the orga- 
nization is offering. If the emotional attachment 
isn’t there, then the reasons for engagement dis- 
appear. 


One simple fact is this.... some members are 
satisfied not having a trailblazing role. They are 
not interested in becoming a more engaged mem- 
ber or perhaps, they don’t have the capacity to 
do so. We have satisfied members who are happy 
reading the articles in Powerline Magazine, us- 
ing the EGSA Buying Guide, taking advantage of 
the networking opportunities during conferences 
or just enjoying the nice destinations where the 
EGSA Conferences are held. Either way, whether 
you are an active participant or simply a satisfied 
one, when it comes time to renew your member- 
ship, you each ask the question - Did EGSA meet 
our needs over the past year? 

What about disenfranchised members, you 
know, the grumbling contrarians that simply 
want different kinds of value — value that is not as 
easily delivered? At almost 50 years old (49 and a 
half), EGSA has somewhat matured, but no doubt 
we are still green and always growing. . .and to 
continue to grow EGSA, we must recognize this 
type of member and consider their needs as well. 

Understanding that there are different types of 
EGSA Members and that value (like beauty) is in 
the “eye of the beholder,” our collective challenge, 
or mission, is to recognize and identify those peo- 
ple in our organization and assist them in seeing 
the value that EGSA Membership can bring. As 
you already know, EGSA takes the time to ask 
your opinion and tailor our plans and programs 
to your responses, to gauge how well we have 
lived up to your expectations. 

In any organization, there will always be “giv- 
ers” and “takers.” The givers will give no matter 
what, it’s the takers and the disenfranchised that 
we especially need to reach in order to gain ad- 
ditional insight into our Association value. At the 
end of the day, we all want value, right? 

So member engagement, much like employee 
engagement, should be measured with a multi- 
faceted approach. EGSA places great emphasis 
on “having a voice” in our Industry. These are 
not just buzz words that we use for our maga- 
zine header and member solicitations for input. 
We place a great value on the collective ability to 
leave individual branding at the door and work 


Continued on page 14 
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EDUCATION 



Michael Pope 
EOSA Director 
of Education 
m.pope@EGSA.org 


Just the Facts... 

O ur Education programs, one of the major 
benefits of EGSA membership, continue to 
make great progress. New programs are becom- 
ing well established and older, long established 
programs are under review to ensure constant im- 
provement and relevance to our members and the 
On-Site Power Generation industry at large. The 
following is a status report of some of our educa- 
tional programs. 

EGSA Technician Certification Program 

It is good to report the increasing acceptance 
of the Tech. Certification program by member 
distributors and dealers (DDs). As of the end of 
August, over 200 technicians have sat for the test 
this year. With about an 80% pass rate, this gives 
on-site power generation users a total of 938 EGSA 
Certified Technicians across (primarily) the USA 
and Canada to provide qualified and professional 
service on their generator sets. 

More than 1,000 technicians have become 
EGSA Certified Technicians since the inception of 
the program. This includes a number of military 
personnel that have taken the test this year and it 
has been very helpful to them to be able to do so at 
their bases, including some that are overseas. 

All DDs have technicians they can be proud of; 
EGSA Certification proves their technical qualifica- 
tions, is worthy of bragging rights and, more im- 
portantly, can provide DDs with a legitimate edge 
over their competitors that do not have EGSA Cer- 
tified Technicians available. 

Check the EGSA website to see the Certi- 
fied Technician locations by State and Province. 
egsa.org/EducationbrCertification/TechnicianCertifi- 
cation.aspx 

Apprentice Level 

Field experience is not required 
and certification at this level assures 
a good understanding of on-site 
power generation systems. Likely 
candidates for this level would in- 
clude graduates of vocational high 
schools and other institutions offer- 
ing 2-4 year power generation courses, military 
technicians returning to civilian life, recently hired 
technicians, etc. 


Journeyman Level 

This is equivalent to the present, 
original level requiring a minimum 
of three years of held experience. 

Rowley School of On-Site 
Power Generation 

Rowley School Registrations have 
averaged over 90% of capacity this year and some 
have been over-subscribed. If you are considering 
attending, or sending some of your staff to a school, 
we strongly recommend that registrations be com- 
pleted as soon as possible to avoid disappointment. 

Two Rowley schools remain for this year: 
Advanced - Rosemont, IL (close to O’Hare Inti.) 
October 20 - 23 

Basic - Orlando, FL (during POWER-GEN Inti.) 
December 9-11 

Don’t delay registering for a school; they tend 
to fill up fast as the date approaches. The Orlando 
school, held during POWER-GEN Inti, is always 
a sell-out. 

More than 2,600 people have benefited from 
the schools since 2000! We have had attendees 
from every category of membership with positions 
from almost every company department - presi- 
dents and CEOs, parts, sales, service, engineering, 
marketing, technicians and more. 

Instructors Needed 

EGSA has a very talented group of school in- 
structors - and the post-school evaluations confirm 
this. We aim to have a minimum of two instructors 
for every module, but we could use a few more. We 
are seeking additional instructors for: 

• Generators 

• Governors, Speed & Load Controls: 

• Bids and Specifications 

• Voltage Regulators 

• Engine- Generator Instrumentation 
& Controls 

Instructors typically teach at 1 or 2 schools per 
year. Transportation and accommodation costs 
are reimbursed by EGSA and instructors gain 100 
EGSA Bucks for each school at which they teach. 
Please send an email to me if you would like to ap- 
ply to be an instructor or have any questions. 

Our thanks, as always, go to our expert instruc- 
tors and their employers for their generous support 
of this Program. 




Continued on page 18 
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The best transfer switches and bypass/isolation 


switches come with 
the best controller 


RPTCS 
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^ www.russelectric.com 
ESusa 1 — 800—225 — 5250 

An Employee-Owned Company 
An Equal Opportunity Employer 


Other transfer switch controls spit out status 
or error codes that must be deciphered. 

The new Russelectric RPTCS Controller displays 
status messages in plain English and in color. 

With real-time voltage and frequency metering, 
as well as optional current and power metering, 
power quality monitoring, waveform capture, 
and historical trending, the RPTCS ATS Controller 
makes other controls seem positively ancient. 

Don't settle for old-fashioned ATS controls... 
Insist on Russelectric. 

Power Control People You Can Rely On 




CODES & STANDARDS 





Herb Whittall 


EGSA Technical Advisor 
HWhittall@comcast.net 


Codes & Standards 


T he EGSA Codes & Standards Surveillance 
Committee determined in the Fall of 2012 
that a working group should be formed under the 
auspices of the Committee to review Standard for 
Safety, UL 2200, Stationary Engine Generator As- 
semblies. 

This Working Group, led by Steve Sapping- 
ton, was officially formed in Spring of 2013 at 
our convention in Sarasota. The group includes 
manufacturer members that would have an in- 
terest in developing proposals to improve UL 
2200 so that it remains up-to-date with current 
methods and materials used in the onsite power 
generation industry. 

The Working Group met Sunday morning 
(Sept 14) in San Diego and to date has submitted 
3 proposals to UL for consideration and adop- 
tion. A significant number of UL 2200 Standard 
Technical Panel Members are members of this 
working group. 

The ISO TC 70, the International Standards 
Organization Technical Committee that is in 
charge of the Standards for Generator Sets, will 
be meeting in San Antonio, TX from Wednesday, 
October 8 until Friday, October 10. This will be 
the first meeting of the group in quite a number 
of years within the United States. 

The Committee will be reviewing the Work- 
ing Group’s progress on the following Standards: 
7967 Parts 10 - Ignition Systems, 11- Fuel Systems 
and 12 - Emissions; 8528 Parts 7- Technical Dec- 
laration for Specification and Design, 8 - Tests 
for low power generator sets, 9 - Mechanical Vi- 
brations, 13 - Safety; 19425 - Measurement for 
Air Cleaners. They will also review the progress 
of TC 70 SC 7 - Tests for Lubricating Oil Filters 
and SC 8 - Exhaust Gas Emission Measurement. 

Back in the late Summer (July 16), NFPA held 
a webinar, in lieu of a meeting, to address the 
Public Input to NFPA 110 Standard for Emer- 
gency and Standby Power Systems and NFPA 111 
Standard on Stored Electric Energy Emergency and 
Standby Power Systems. The meeting was accom- 
plished in this manner since there were only 2 
public comments regarding NFPA 110 and 4 
public comments regarding NFPA 111. 

The vote of the Committee for 110 (via tele- 
phone) was considered final, as both were reject- 
ed. The first was adding a definition for Supplier, 
but this was considered new material, which is not 
allowed at this stage. The second requested the 


AHJ (Authority having Jurisdiction) be notified if 
the emergency system was anticipated to be down 
for over 4 hours. Since NFPA 110 covers many 
different installations, the Committee felt this was 
excessive and also not easily enforceable. 

NFPA 70 - the National Electric Code, will 
begin its next cycle this January with meetings of 
all the committees in Hilton Head, SC to review 
the comments submitted requesting changes and 
updates to the 2014 edition. 

I participated in a webinar concerning UL 
2201 requested by the CPSC (Consumer Prod- 
uct Safety Commission) on how to reduce the 
number of carbon monoxide (CO) deaths from 
the misuse of portable generator sets by the pub- 
lic. These sets with their short exhaust systems 
contain a large percentage of CO close to the exit 
of the exhaust. If the exhaust is anywhere near 
a confined space the amount of CO in the space 
can harm of kill the occupants. 

Unfortunately, CO build up in the blood 
stream makes a person lose their senses and not 
cognitive enough to know to exit the area. There 
will be additional meetings of this committee as 
it is a problem that the CPSC has discussed for a 
number of years without resolution. 

In the last issue, I discussed UL 1778 and is- 
sues 2, 4 and the latest, 5. At press time, it ap- 
pears that the sentiment in the votes cast so far 
is that products approved to issue 2 will still be 
approved, but products approved to issue 4 will 
require a hie review in order to be acceptable un- 
der issue 5. 

The ISO has opened 3 documents for ballot- 
ing. The ballot will close on December 1, 2014 for 
all 3. If you have any comments regarding these 
documents, please contact me, otherwise I will 
vote for the US delegate to approve them. 

They are: 

• IS3046 - 3 - Reciprocating Internal 
Combustion Engines - Performance - 
Part 3 test measurements. 

• IS6528 - 3 - Reciprocating Internal 
Combustion Engine Driven Alternating 
Current Generating Sets - Part 3 - Alter- 
nating Current Generators for Generat- 
ing Sets. 

• IS21006 - Internal Combustion Engines 
- Engine Weight (Mass) Declaration. ■ 
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Craftsmanship, engineering skill and unmatched reliability, focused on long-term customer satisfaction. 



Quality is a strength our customers count on. 
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UNITED ALLOY, INC. 

engineered smart, built strong. 

4100 Kennedy Road, Janesville, Wl 53545 

(608) 758-4717 • Fax: (608)758-1272 • www.unitedalloy.com 


© 

USIED 


United Alloy Designs, Engineers, Welds, Fabricates 
and Powder Coats.. .and earns your trust. 

Quality and strength define everything about United Alloy, 
from our technical expertise and process oriented 
manufacturing to the world class, certified solutions 
we create for the backup power industry. 

Add to that our commitment to investing in the future 
of UAI, it's no wonder that global Fortune 100 OEMs 
come to UAI to tackle their toughest challenges. We invite 
you to join this distinguished group and experience the ways 
we can make a positive contribution to your bottom line. 


©2014 United Alloy Inc. UA1 14-1 -NL 






Basler Electric 


Are complex genset systems causing you problems? 

The DGC-2020HD is “Focused on Simple” 


• Feature-rich design provides simple set up and 
exceptional control for advanced genset paralleling, 
network load sharing, and protection. 

• Monitoring, controlling, and protecting complex 
generator, multiple bus, and breaker applications is 
easy with BESTCOMS Plus® flexible software. 

• Built-in real-time monitor for analysis eases 
commissioning, eliminates external monitoring, and 
decreases commissioning time and costs. 

• Multiple communication options include 
compatibility with several J1939 CAN bus enabled 
AVRs, engine ECUs, and Modbus™ TCP for easy 
integration into a wide variety of control systems. 



• Dual Ethernet channels allow for simple integration 
of redundant networks in critical applications. 


DGC-2020HD 
Digital Genset Controller 



BESTIogic ™P/us 


Easy-to-use 
integrated 
programmable 
logic and load 
sharing capabilities 
provides increased 
flexibility and 
functionality. 





The Offline 
Simulator helps 
identify and 
troubleshoot 
the logic without 
the need for 
expensive physical 
hardware. 


For more information visit our web site www.basler.com/BE/9PLHD 


World Headquarters 
Highland, Illinois, USA 
Tel: +618 654 2314 
info@basler.com 


Wasselonne, France 
Tel: +33 3 88 87 1010 
franceinfo@basler.com 


Suzhou, PR, China 
Tel: +86 512 8227 2888 
chinainfo@basler.com 


Singapore 
Tel: +65 6844 6445 
singaporeinfo@basler.com 






POWER GEN INTERNATIONAL 2014 


The EGSA POWER-GEN Inti. Preview... 

For the Folks and Products of the On-Site Power Industry! 


A s 2014 edges closer to December, we once again shift our fo- 
cus to Orlando, Florida. . .as many of our Members get to en- 
joy a brief respite from the cold by exhibiting and attending the 
POWER-GEN Inti. (PGI) show in the 4th quarter of each year! 

As most of our EGSA Members are aware, PGI is a solid trade- 
show opportunity for firms in On-Site Power. While we are not 
the sole focus of the tradeshow, EGSA partners with PGI Show 
Management to purchase what power professionals affec- 
tionately call, “the heart of the show.” 

Every year, our current EGSA President and 
several Members of the Executive Commit- 
tee, along with Executive Director, 

Jalane Kellough, sit down with 
show organizers and set the 
game plan for the coming year. 

“What started as a way to group 
our Members together on this ex- 
tremely large stage of power pros [and 
stand out] has become an excellent way for 
EGSA to bring value to our membership too, 7 
says Jalane Kellough. “An EGSA Member can 
buy a 10’ x 10’ and not get lost in the shuffle.” 

Rolling the Dice? Don't Wait to Sign Up 
for Las Vegas in 2015 

To keep EGSA Member exhibitors engaged in the transition 
from Orlando to Las Vegas in 2015, EGSA is offering an even 
better benefit for our First Right of Refusal Exhibitors within the 
EGSA Power Pavilion at PGI. What’s that you say? Tell me more! 

For our 2015 EGSA Power Pavilion (within the PGI trade- 
show), we want to make sure we secure the right amount of the 
Vegas show floor! In order to do that effectively, we need for 
you to KNOW BEFORE YOU GO! When you arrive in Orlando, 
know exactly what [size booth] you will need in Vegas. Don’t 
roll the dice! We want to provide you with what you need and in 
order to do that, we will be basing our request to PGI based on 
your early and accurate feedback. It will be imperative to keep 
your exhibit booking appointment with Jalane Kellough and Liz 
Bustamante in December, as we will be locking in our booth 
space for Vegas in 2015 onsite in Orlando this year. EGSA Pavil- 
ion exhibitors will receive their 2015 booking appointments in 
late November. If your company currently exhibits outside the 
EGSA Pavilion, but you would like to move into the EGSA area 
for 2015, please email l.bustamante@egsa.org to receive a booking 
appointment with EGSA. 

Keep Your Message Clear - 

Break Through the Clutter to Reach Your Audience! 

The best tradeshow booths are memory makers. If your at- 
tendees have a memorable experience, it takes a lot of the guess- 
work out of what comes next! Make sure you stock up on some 
great ideas and tools to make your exhibit a hit with the show 


attendees. Here are a few tips to get started on right now that 
don’t cost an arm and a leg! 

1. Make an impression before you get there - Take ad- 
vantage of the pre-show lists and any opportunity to pre- 
market your booth before you get to Orlando. Everything 
from email blasts to social media posts can assist the 
savvy exhibitor in making a splash beforehand by draw- 
ing attention to what you will be doing at your booth 
during the show. 

2. Use technology to your advantage 

- Our industry makes some pret- 
ty cool stuff. As a manufacturer, 
your customers like to see what 
sets your line apart. Don’t just 
tell them, show them! 

3. Host a Promotion 
or Contest - Don’t forget to 
tell all your EGSA colleagues about it 

- If you have any interest in sponsoring 
the EGSA Power Party this year, we have 
3 opportunities available. Talk about reach- 
ing your audience, don’t forget that the Novem- 
ber/December issue of Powerline Magazine heads 
straight to Orlando, use an advertisement to help pro- 
mote your contest. 

Demonstrate Your Products or Services - The more 
action you have going in your booth, the more people 
will stop and take notice! Product and service displays 
are the best way to get people familiar with exactly what 
you are selling. The more interactive you can make your 
exhibit, the more memorable your exhibit becomes. Keep 
them coming back for more, by offering a demonstration! 

5. Promotional Items are always a crowd pleaser - 

What do you like to receive when you visit an exhibit? 
Think like your audience and offer your exhibit visitors a 
“take away” that sticks with them. It could be something 
as small as a pen or as cool as a device charger system, 
either way, it gives your firm an additional touch point 
with the consumers of your products or services. 

Don't Get Caught Swimming with the Fishes! 

Register for the EGSA Power Party 

Orlando may be landlocked, but Maggiano’s will once again 
be the site of EGSA’s final networking reception of 2014, the 
EGSA Power Party. Don’t be the one who ends up swimming 
with the fishes; lock in your party registration and then, on 
Tuesday, December 9th, join all of our favorite On-Site Power 
professionals onsite for the extravaganza! We look forward to 
hosting another spectacular event and want you in attendance! 
Register for the Power Party online today! 
www.l23signup.com/event?id=ymzdg 
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FROM THE TOP 


Continued from page 7 


on tasks, big and small, for the betterment of all EGSA Members, 
not just a select few. 

Have you ever considered how you personally feel about 
EGSA? Do you promote our brand outside the conferences at 
your company, other professional associations and to your peers? 
Do you use the tools we have collectively built together, such as 
Powerline, our EGSA Technician Certification or perhaps our 
new Russell Education Grant, to market your firm, our Associa- 
tion or the On-Site Power Industry? Are you active in seeking 
new EGSA colleagues to join our membership? 

Are you engaged? 

The better question is, would you like to be? 

One of the best ways the EGSA Board of Directors tries to en- 
courage member engagement is by setting realistic goals in our 
Strategic Long Range Plan (SLRP). After all, engagement drives 
branding at the Association level. . ..the more Members that real- 
ize the EGSA value proposition, the better word of mouth, the 
more great press, etc. . ..you get the picture! 

You may recall that during 2013, we determined that the best 
course of action for providing the membership with periodic 
updates to the SLRP, was to task the current Executive Com- 
mittee with updating the plan, so that the executive leadership 
guides the updates and stays engaged throughout their individ- 
ual 5 -year service to the organization. 

Were you aware that the top action item for the SLRP is mem- 
ber value? A great deal of work has gone into the most recent 
SLRP update, with the last major overhaul occurring in late 2010 


under Ron HartzePs presidency. By the time you are reading this 
article, our executive leadership will have put the final touches on 
the update to the plan. Remember, this plan was developed as the 
EGSA road map that will keep us focused and guide the agenda 
for each of our 10 Committees. We will also have met in Mission 
Bay to hammer out the specific goals important to each group. 

Like your company, our ultimate goal is to be an Association 
filled with engaged employees/members. We want to make good 
on our commitment to bring value to you, our membership, and 
engage those who are not. It’s really that simple. Are your needs 
being met? Do your individual motivations naturally align with 
EGSA’s? Is that important to you to stay engaged? Honest, two- 
way communication is key to member engagement. Have a com- 
ment? Let us hear from you. Send your comments to e-mail@ 
EGSA.org and thank you for your continued support of EGSA. ■ 


power generation issues? 


we’ve got solutions 



www.annainc.com 


LOAD BANK RENTAL REDEFINED 

For over five decades Simplex has defined excellence in load bank manufacturing. 
Now that excellence is available to rent. 
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Experience the Difference. Rent Direct. 
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Trailers 


AC / DC - All Commercial Voltages 
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www.simplexonsite.com (877) SOS-LIVE 
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2014 TECHNICIAN OF THE YEAR 


1 *"/ ar 4 

Profile of a Champion 

Meet Todd Vaughan, EGSA's 2 014 T echnician of the Year (TOYA) 

iJL s 4 


P owerline Magazine sat 
down to get the scoop 
from our latest EGSA trailblaz- 
er, Todd Vaughan, of Kelly Genera- 
tor and Equipment, who won the inau 
gural EGSA Technician of the Year Award 
(TOYA) at our Fall Conference in Mission 
Bay, CA in September. 

After we returned to EGSA HQ, we polled 
the EGSA Distributor Dealer community on 
Linkedln and asked them to provide our interview 
questions! We appreciate the generous responses. 

About EGSA Certified Technician 350593 

Todd Vaughan has been with Kelly Generator and 
Equipment for 20 years as of this December. He be- 
gan his career with John Kelly, Jr. after completing 
his technical school training from Ohio Auto Diesel 
Technical Institute in 1992. Upon graduation, Todd 
worked for an Onan distributor in Detroit, MI. The 
decision to relocate back to Virginia served Todd 
well, he not only went to work for Kelly Generator, 
he also met his future wife, Toni. 

Todd has given 22 years in the held. He is also 
one of the original members of the EGSA DACUM Panel, who 
drafted the original test for our EGSA Technician Certification 
Program. Todd is a committed EGSA Certified Technician, who 
not only keeps up with the changes in our industry, he keeps his 
EGSA certification current. 

He also embraces the opportunity to share what he knows 
with his fellow technicians. When the first large Generac Osh- 
kosh needed a start-up, he was requested by another Master 
Technician (who also had the Generac Oshkosh training) to be 
onsite and assist. Todd’s desire to End resolution and his ability 
to work well alone or with others sets him apart. 

Todd also shares his knowledge with his customers, never 
passing up an opportunity to get his clients up to speed on their 
units, making sure that they can complete the basic tasks and 


2014 TOYA Winner, 
Todd Vaughan 


Pictured here, left to right: 
EGSA President Vaughn 
Beasley, TOYA Winner Todd 
Vaughan, John Kelly, Jr., 
and John Kelly, III of Kelly 
Generator & Equipment, Inc.). 

are familiar with the type of alarms they may 
receive. He also clarifies their responsibilities 
as genset owners. Todd has a great attitude. He 
is positive and approachable and he motivates his 
peers. When a US Department of Defense (DOD) 
contractor needed a highly-skilled generator techni- 
cian to go into an active war zone to get a system up 
for a critical mission, Todd volunteered and was on a 
plane to Yugoslavia without hesitating - Dedication. 
Passion. Drive. 

Now that you have a little background on Todd, 
let’s move on to our Member questions that were 
submitted on our EGSA DD Linkedln forum. 

EGSA Member Questions 


Looking back, what advice would you give 
someone considering Generator Technician as a career? 

Lyndon Risser, CEO - DynaTechGenerators.com 

Todd: “I am not so sure that everyone after high school really 
knows what they want to do for the long haul. At Kelly Generator, 
we have found several of our great technicians from the military, 
but for me personally, it was the trade school experience that I 
received at Ohio Auto Diesel Technical Institute. So, I guess I’d 
have to say to a young man or woman looking for a great career 
path, that first, they’d have to possess the drive to want to know 
how things work and the drive to want to fix them. Next, I’d tell 
them to get the right training. When I left the trade school after 
only 2 years, I knew exactly what I wanted to do.” 
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2014 TECHNICIAN OF THE YEAR 


“On behalf of Gen- 
erac, we would like 
to congratulate Todd 
for this awesome 
achievement. The 
knowledge, experi- 
ence and poise that 



is required to be an effective techni- 


cian in our industry today cannot be 


understated and the TOYA Award is 


validation that he is truly elite in his 
profession. We are honored to have 
Todd in our distribution network 


and we believe he represents the 
type of individual we would all want 
on our team. Thanks for all that you 
do Todd and congratulations!” 


Aaron Jagdfeld, President & CEO, 
Generac Power Systems 


As the winner of the TOYA, does your EGSA experience motivate 
you to encourage others in the industry to step up? 

Brett Bosold, Client Card Acting Manager - DynaTechGenerators.com 

Todd: “It does actually, it makes me want to reach out and speak 
to the owners of other DDs directly. The TOYA is a great personal 
achievement and I hope that the Kellys can gain great benefit for 
having the first TOYA on their staff. ...and considering that EGSA 
certification is great on so many levels, I would prefer to have more 
certified techs (peers) out there in the held, so if I was speaking to 
my peers, I’d say that for around $200.00, it is a no-brainer to sit for 
that test! I encourage both held technicians and their employers to 
step up and take advantage of values of the EGSA Technician Cer- 
tification Program.” 

How do you feel that being EGSA Certified helps your company and 
customers? 

Geri Lazar, Commercial Sales - DynaTechGenerators.com 

Todd: “There are companies out there that only service the electri- 
cal or mechanical end of things, and to me, those hrms aren’t focus- 
ing on the complete picture when it comes to a generator. At Kelly 
Generator, technicians must know the mechanics, the controls, the 
electrical and we gotta be able to service our customers. 

EGSA certihcation is the best tool out there that demonstrates 
that a technician is worth his/her salt. We’re already seeing certain 
jobs require EGSA certihcation in their bid packages. EGSA Certih- 
cation makes my company stand out.” 



MdVmgliat) 
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What would you say to other generator technicians to encourage 
them to become EGSA certified? 

Geri Lazar, Commercial Sales - DynaTechGenerators.com 

Todd: “It is a major selling tool for yourself. If you become a quali- 
fied generator technician, you will have no problem hnding a job in 
any area of the country. . .even before the TOYA, by having that cer- 
tihcation, this test tells the world that I am qualihed. It also gives a 
technician alot of pride to have passed that test, at least it did for me!” 

What do you consider to be a number #1 required trait of a GREAT 
Service Technician? 

Chad Yonkers, National Rental Sales Mgr. - SunBelt Transformer 

Todd: “Number #1 trait. . .hmmm, well, I’d have to say the number 
#1 required trait would be a technician’s good listening skills. . .you’d 
be surprised at how much quicker a repair can be made if you are 
a great listener. 

In my day-to-day, I hear customers who tell me important pieces 
of the puzzle such as what time the failure occurred, was the unit re- 
cently fueled, what was the ambient temperature outside at the time 
of failure, was there recent electric work done prior to the failure? 

You hear all of that information before you even touch the gen- 
erator and to me, that is one of the best ways of troubleshooting and 
knowing what gear I need to bring along with me. As a younger 
man, I found myself wanting to dive in there and get to work fixing 
the genset. I now rely more on evaluating the customer’s response 
before I even touch the system. 

You also have to have the inherent ability (and training) to un- 
derstand how things work.” 



How can EGSA do more to get technicians involved with the 
organization, so that we may all learn from one another and 
provide a better product to our customers? 

Chad Youkers, National Rental Sales Mgr - SunBelt Transformer 

Todd: “I would find a way to reach out and have them connect 
with EGSA on Linkedln. I gotta admit, my wife signed me up 
for it but here’s the thing, maybe EGSA should set up a Linkedln 
Group for the EGSA Certified Technicians only. That way, as 
new guys or girls receive their certification, they join an active 
community that is already talking about technician issues. 

I am also looking forward to getting Powerline as well. In my 
travels, there is not a certain magazine or place where I think 
you could reach technicians other than through their employers. 
It would be great for others out there in the technician world to 
know that we can have member copies too.” 

What would you say to encourage young technicians to be 
proactive when bad weather strikes versus being unresponsive 
to emergency calls? 

John Bennetch, Service Technician - DynaTechGenerators.com 

Todd: “If I were speaking to a group of young technicians, I would 
tell them that being there and being responsible IS your job. The 
reason you have a career is for emergencies. Consider this: Why 
would an employer be motivated to ever advance you if you are not 
reliable in an emergency situation? Dependability has got to be up 
there in the list of most important traits of a solid technician.” 

How has the On-Site Power Industry changed most 
(as a Field Technician) from when you first started? 

Rewards and Challenges? 

Boh Piske, President - Arizona Generator Technology 

Todd: “One of the greatest joys in this profession is how the 
job constantly changes. . .when I started, everything was relay- 
based, then it went to analog-based and now we’re deep into 
digital-based and rolling into cellular-based technology. That 
being said, the reward for me is that every time a new technol- 
ogy or a challenge comes out, I strive for reaching proficiency 
as quick as I am able and then a new technology emerges and it 
keeps me from being complacent. It is always exciting to learn a 
new and challenging technology/concept for me.” 

Did you ever think when you accepted that job many years 
ago, that so many years later you would still be working for the 
same company and that you would be recognized for such a 
lofty achievement? 

Keith Heid, Sales Manager - Fidelity Power Systems 

Todd: “I have never had any reason to look anywhere else, Keith. 
I don’t mind that peers look toward different pastures, but for 
me personally, it was never in the cards to leave such a great 
employer. I’d have to start by saying that John Kelly is the reason 
I never felt the need to look elsewhere. For close to 20 years, I 
have handled the customer side of things and he has handled 
the rest. When a guy gives you an opportunity like that, pays 
you a fair wage to do what you love, make people happy, work 
with your hands and fix things... you don’t have to look any- 
where else. 


2014 TECHNICIAN OF THE YEAR 


“The TOYA award has been a year in the making and 
a better outcome could not have been scripted. The TOYA 
committee did an outstanding job, the Members standing 
“O” when the winner was announced at our Fall Conference 
spoke volumes for their buy-in, and most important is the 

first TOYA recipient Todd Vaughan is the quintessential 

technician and has set the bar for all that will follow, I could 
not be prouder of him. Congratulations to us all.” 

Vaughn Beasley, Senior Vice President - Ring Power Corp., 

2014 EGSA President 

“He is a Master Technician, which in my world means he 
can do anything. He is nothing short of a star technician.” 

John Kelly, Jr, President - Kelly Generator & Equipment, Inc., 

2011 EGSA Past President 

“The Power Industry is a really small fraternity at times. 
Todd Vaughan and I crossed paths back in 2006, meeting 
in North Carolina with other fellow technicians and led by 
Kitty Manley (DACUM specialist) of Ferris State University. 
Our job was to create questions that would eventually be 
known as “THE ONLY TECHNICIAN CERTIFICATION 
TEST” in our Industry. After 3 days, you get to know your 
counterparts. Todd was very knowledgeable and a big con- 
tributor to the development of those questions. I have not 
seen Todd since. It was awesome to see him in Mission Bay, 
especially as EGSA’s first TOYA winner. His career speaks 
volumes by simply achieving TOYA, taking the road less 
traveled, going above and beyond, going the extra mile, 
honesty, integrity, sacrifice, long hours, troubleshooter 
extraordinaire, knowledgeable, leadership by example, cus- 
tomer skill, on call 24/7. . .all Todd Vaughan! 

Congratulations Todd and the entire Vaughan family!!” 

Bob Piske, President, Arizona Generator Technology, Inc., 

2012-2014 DD Chair 


I also want to say that I am not the kind of guy that needs 
validation of being the Technician of the Year, but it is my cool- 
est achievement and I am really proud to not only win it, but to 
represent a great company like Kelly Generator & Equipment.” 

What would you say is the biggest change 
in generators over those years? 

Keith Heid, Sales Manager - Fidelity Power Systems 

Todd: “The biggest change in generators for me has been remote 
monitoring. I have generators across states that contact me via 
cell phone when they have a problem, I’d say that is a pretty 
important piece of technology to have on a complex system like 
a genset, if you ask me.” 
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EDUCATION 




Continued from page 8 

On-Demand Schools 

EGSA can bring the Rowley School to you! We provide the in- 
structors, you provide the facility You would need 30 - 40 partici- 
pants for this to be economical. Contact Herb Daugherty for details 
- h.daugherty@egsa.org . 

On-Site Power Generation: A Reference Book 

This is The Reference Book for our industry; the bible of on-site 
power generation. It has become one of the most important tech- 
nical and educational tools for all members. There are 600 pages 
explaining almost every component of a generator set. (Rowley 
School registration fees include a copy for each attendee). During 
the past ten years, over 10,500 copies have been circulated. ■ 
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TEMPORARY POWER BUSINESS 

IT’S ALL ABOUT CONNECTIONS 
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Custom Configurations Available 
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We’re your connection for temporary power products. Call Today! 
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QUALITY IS NOT 
OPTIONAL 


IIIIIHENNIG 

ENCLOSURE SYSTEMS 


Hennig Enclosure Systems is committed to 
quality in every process, from sales through 
engineering, manufacturing, and service. 


We believe that our customers want a partner that... 

> Is Attentive From “The Get Go” - Our total commitment 
to customer service is unmatched in the industry. Our sales 
quotes are turned around at lightning speed with full attention 
to detail and at a price that can’t be beat. 

> Provides Innovation & Customization - With our experienced 
degreed engineers, Hennig can design anything you need from 
basic enclosures and tanks to fully customized models with 
every imaginable option. 

> Believes That Quality Is Not Just “A Given” - Hennig is 
ISO 9001 certified, and our stringent quality standards must be 
met or exceeded for every process. 

> Won’t Leave ‘Em Hanging - Our service and follow-up is 
unlike any other, with service centers strategically positioned 
throughout the United States, Canada, and Mexico. 


Give us a call today and experience why Hennig 
Enclosure Systems should be your number one 
partner for your power packaging needs. 


I -888-HENNIG6 (1-888-436-6446) 

www.hennigenclosuresystems.com 
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To the victor, goes the spoils. - Todd Vaughan held his TOYA 
high when accepting the award on September 15, 2014. 


What motivates you, to get up every day and perform 
above and beyond what is expected of you? 

Rick Morrison, Sales Manager - Integrated Solutions, 

Nixon Power Services 

Todd: “I get to be a super hero every day, Rick. I have the honor 
of helping people (our customers) who are in typical bad situa- 
tions that are really happy by the time I leave them. I have the 
best job in the world, I have a boss (John Kelly, Jr.) who trusts 
me with his customers, provides the truck, the gas, my benefits, 
and I get to go out in the world and make people happy— it’s a 
win-win.” 

How do you mentor other technicians in your 
organization to perform above and beyond? 

Rick Morrison, Sales Manager - Integrated Solutions, 

Nixon Power Services 

Todd: “I try to lead by example, stay positive and patient and 
be sure that all questions they may have are answered in a no- 
nonsense way. I also make sure they know I am approachable. . . 
there is no silly question when it comes to service, safety or 
training. I treat my fellow technicians with respect and make 
them feel like they can ask anything.” 

In your opinion what is the # 1 challenge or 
obstacle of bringing technicians in our business? 

Rick Morrison, Sales Manager - Integrated Solutions, 

Nixon Power Services 

Todd: “A generator technician career is all-encompassing. . .elec- 
trician, mechanic, controls, switchgear and understanding how 
the power is generated. . .you have to be a master of all disci- 
plines. To find a well-rounded individual that has all of those 
skills is difficult to find. That’s why I am a big believer of in- 
vesting in a trade school education, while you may not be well- 
versed in all the disciplines right out of school, at least you were 
exposed to all them.” 

What is it about your employer and the working environment 
there that has kept you there for so long? 

Michael Pope, Director of Education, EGSA 

Todd: “Kelly has always been good to me without fail. It’s been 
a two-way street for 20 years.” 


2014 TECHNICIAN OF THE YEAR 


“Having just returned from Mission Bay, I wanted to re- 
mark that I really enjoyed connecting with Todd Vaughan 
at the EGSA Fall Conference. He and I attended the same 
school and had a very similar path - at least early on. We 
both went to Ohio Auto Diesel Technical Institute. We both 
took the Auto / Diesel Master Technician class and then, 
the 3 month Generator Program. He graduated in 1992. I 
graduated in 1995. 

“It was a special recognition for a great individual. As a 
TOYA judge, I would like to conclude that the process was 
extremely fair; I had no idea that I was judging a colleague. 
Definitely going to keep in touch with Todd! I’d also like to 
extend special thanks to Richard Knittel (Prime Power Ser- 
vices Inc.) for his leadership in defining the judging criteria 
for the TOYA.” 

Chad Youkers, National Rental Sales Manager, 
Sunbelt Transformer, Ltd., 2014 TOYA Judge 

“Todd has been one of the most dedicated technicians 
ever employed here at Kelly Generator & Equipment. His al- 
most 20 years of service and outstanding expertise are duly 
noted and shared amongst his peers. Todd has personally 
trained hundreds of junior techs and his attitude in the held 
is exemplary. Todd’s patience and ability to “connect” with 
fellow techs and customers has lead to a constant stream of 
praise from both our customers and his peers. His dedica- 
tion is exemplified by his being away from his home and on 
the road for days working multiple sites in different cities 
and states on a regular basis. 

Todd regularly contributes to management and policy 
issues that affect his fellow technicians while always keep- 
ing the needs of others before his own. He is an all around 
employee who positively affects everyone in the entire com- 
pany. He has set a wonderful example for all of us to follow 
throughout our careers at Kelly Generator. It is for these rea- 
sons (and many more) that it is a privilege to work alongside 
Todd and look up to him as the outstanding technician and 
great person he is.” 

Bill Gash, Director of Product Support, 
Kelly Generator & Equipment, Inc., Todd Vaughans boss 

“Todd Vaughn is a well-rounded technician. He not 
only possesses excellent troubleshooting & repair skills, 
he also has great customer service skills. Todd is a huge 
asset to the Kelly Generator team and represents himself 
and his company very well. Todd is a seasoned veteran to 
the generator world and is knowledgeable on both sides of 
the flywheel, technicians like Todd do not grow on trees! 
Facility Support Inc. is very glad to have Todd as their 
Generac Industrial generator technician; he makes us look 
good to our customers.” 

Cole Dejarnette, Facility Support Inc. 
(a Kelly Generator & Equipment customer) 
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2014 TECHNICIAN OF THE YEAR 



Todd got an opportunity to reconnect with several of his peers, including 
Bob Piske, DD Chair, who had not seen Todd since they worked together 
on the DACUM Panel for the EGSA Certification many years ago. 



Todd and his wife, Toni went to Mission Bay for EGSA’s 49th Fall 
Conference as 2 of only 5 people who knew he was the winner. Con- 
gratulations go to the Vaughans’ on this great achievement, and for 
being able to keep a secret! 


Dedicated, well trained, solid guys like you are the backbone 
for a successful service company. With the demand we have 
for technicians in our industry, what would you say to a guy in 
search of a career that would cause him to take a serious look 
and consider our industry over others? 

Walter Petty, President - Atlantic Power Solutions 

Todd: “If you are going to turn a wrench for a living, all the ben- 
efits of being a generator tech far outweigh going into another 
profession involving equipment repair. 

Think about it, would you rather go to the same place every 
day, working with the same people and issues, or would you 
prefer to be out on the road, new challenges at every turn, meet- 
ing new customers and having variety in your day-to-day. It is 
also the cleanest environment to turn a wrench and your wage 
tends to be more as a generator technician.” 

Anything else you'd like to add, Todd? 

Todd: “Actually, I do. I’d like to say first and foremost, thank you for 
this great honor. It has been an amazing 20-year journey thus far 
and winning the TOYA and being invited out to meet all of the EGSA 
folks was a real great experience for both me and my wife, Toni. 

It gives me pride in our industry and specifically in my pro- 
fession. But I did want to correct one thing. You had mentioned 
in your materials on the TOYA that the generator technician is 
the first responder, technically, that is not accurate. It is actually 
dispatch, and I would like to say a little something on their behalf, 
that without good dispatchers, my job would be a lot tougher. 

Great dispatch means my customer is calmed and ready for 
me to take over. Dispatchers juggle all of the emergency calls 
at once and everyone thinks that their emergency takes prec- 
edent, that no one else matters and that no one goes on the back 
burner. The dispatch is who gets the customer in the right frame 
of mind for when I get there to do my work. It is an important 
part of the chain of response. 

I’d like to also say special thanks for the FLUKE FC3000 
Industrial tool group kit. The instrument package that FLUKE 
donated for the TOYA is a real asset in my job. I am able to put 
my new meter on a common buss 80 feet downstream and walk 
through each generator to calibrate their voltages without hav- 
ing to remove enclosures on each unit. . .really fantastic technol- 
ogy and very handy. 


Last, but not least, thanks for creating a national award like 
the TOYA to give held techs something to strive for. That is one 
awesome trophy and I am proud to own the first one!” 


We hope that this annual recognition, the EGSA Technician 
of the Year, becomes a game changer in our industry! If you 
know of a generator technician worthy of winning an award like 
the TOYA, get a jump on 2015 and start collecting items like 
photos and customer testimonials. 


The TOYA application for 2015 will be available on the EGSA 
website starting May 15, 2015. Stay tuned for details! Our plan 
will be to announce our next winner in Denver, CO on Septem- 
ber 14, 2015. ■ 



if*™ 


We asked, you answered! Several EGSA Members respond- 
ed to our requests for information during the inaugural 
kick-off! Thanks for your valuable recommendations on the 
FLUKE FC3000 Industrial tool group kit and the interview 
questions you provided on Linkedln. 
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Support the 
EGSATOYAin 2015! 

Our EGSA Technician of the Year Award 
Program got off to a great start in 2014! 

Get ready to shamelessly promote your EGSA-cer- 
tified colleague by nominating him (or her) for the 
2015 EGSA TOYA! 

Every one, at every level, wants to be recognized for 
doing a great job! The TOYA is THE capstone to any 
technician’s career, inciting further personal and pro- 
fessional growth. Can you imagine the competitive 
advantage of having a TOYA winner on YOUR team? 

The 2015 process is scheduled 
to kickoff as follows: 

Application Announcement: 

May 15, 2015 

Application Period Ends: 

July 15, 2015 

Review of Applications Takes Place: 

July 16 - July 31, 2015 

Final Winner will be Notified: 

August 1, 2015 

The Rest of the World Finds Out: 

During the exciting announcement in Denver, CO 
on Monday, September 14, 2015 




Alt E YOU A VETERAN 
OF THE AltMEl) 
FORCES IN THE 
POWER GENERATION 
INDUSTRY? 

Would you like to learn more about the exciting 
world of onsite power through formal education? 

The objective of the EGSA Raymond G. Russell Education 
Grant for Veterans program is to support our Nation’s armed 
services veterans as they return from service, offer educa- 
tion in our industry and at the same time the opportunity to 
become engaged with our organization. 

These annual grants are designed to provide qualified indi- 
viduals with a full ride on all costs associated with the EGSA 
George Rowley School of On-Site Power Generation (Basic or 
Advanced). Travel expenses that meet our travel policy are also 
included. The goal is to provide additional education, through 
attendance at a Rowley School, and improve the veteran’s skill 
set to make them a more attractive candidate for hiring. 

Apply in 2015! Eligibility requirements and 
submittal materials can be found on the EGSA 
Website: www.EGSA.org 

Required submittal materials 
will include the following documents: 

• Complete the EGSA Raymond G. Russell Education Grant for 
Veterans Application form 

• Provide a typed cover letter and resume 

• Provide a minimum of two military and/or business references 
including contact information 

• Provide a copy of DD214 or equivalent to validate discharge 
status and service specialty 

APPLY IN 2015! 

Commencing January 1, 2015, EGSA 
will begin collecting applications for 2015! 
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TRANSFER SWITCHES 


Emergency Back-Up Power Solutions: 
Permanent vs Portable Generators 


By Dan Rafter 

S now storms, high winds and heavy rain can shut down restau- 
rants, banks, gas stations and grocery stores for prolonged peri- 
ods of time. When these businesses have to close their doors, even 
for a day, their owners can lose big, in both sales and reputation. 

A survey conducted by the Electric Power Research Institute 
estimated the total cost of power outages from 985 industrial & 
digital economy firms to be anywhere between $132 billion to 
$209 billion 1 . 

That’s why many businesses today are investing in their own 
back-up power systems, thereby keeping their doors open when 
disaster strikes and grid power goes down. 

Once it’s decided to implement a backup solution, business 
owners have an important choice to make when determining 
what type of back-up power solution they should invest in: 

Should they go with a permanent generator and an automatic 
transfer switch (ATS) which automatically turns on when power 
goes out? Or should they rent a portable generator and plug it 
into to a manual transfer switch (MTS) when an extended outage 
occurs or is imminent? Keith Daley, owner of Ad Hoc Energy in 
Norfolk, MA, knows which solution he would choose: the manual 
transfer switch. 

Why? An MTS solution can provide significant savings while 
still protecting business owners from the consequences incurred 
by an outage. 

“Business owners can save so much money by going with a 
portable generator and MTS setup,” Daley said. “It’s not even close, 
when you look at the actual cost. For many businesses, the MTS 
and portable generator is simply the better choice.” 

Cost Benefit Analysis of an MTS vs. ATS 

The financial savings of an MTS back-up power solution are 
significant. As Daley said, it’s not cheap to purchase, install and 
maintain a permanent generator. 

It can cost business owners $25,000 to purchase a 100-kilo- 
watt permanent generator and another $25,000 to install it. In 
addition, business owners would have to spend an additional 
$7,000 to purchase a 400amp ATS, making the total installed 
cost of the permanent generator and ATS to be roughly $57,000. 

This doesn’t include the cost of licenses, a fuel storage system, 
yearly maintenance, repair costs, and load bank testing. These 
additional annual costs can exceed $10,000, depending on the 
frequency of load bank testing and generator servicing. 

Another factor to consider is the space that permanent gen- 
erators require, along with the storage & handling of fuel. Many 
owners, especially those operating in crowded urban areas, might 
not have the available real estate required to house a permanent 
generator on their property. 

In contrast, business owners wouldn’t spend nearly as much to 
purchase a manual transfer switch and rent a 100-kilowatt por- 
table generator. An MTS costs about $6,000 plus another $10,000 


for installation, bringing the total to $16,000. That’s roughly 28% 
of the permanent generator/ATS solution. 

Purchasing a 100-KW portable generator can range from 
$25,000 to $50,000. To mitigate initial costs, Daley says that 
business owners can rent this size portable generator for about 
$700 a week. While there may be other nominal fees incurred for 
delivery or running the equipment beyond the hours specified in 
the agreement, in a worst-case scenario you’re looking at a weekly 
fee of $1,400. 

Note that there are some facilities, such as hospitals and data 
centers, that can’t afford to be without power for any period of 
time and therefore require a permanent generator and automatic 
transfer switch. However, many businesses can afford to be with- 
out power for a short period. 

“If you are a bank, a gas station or a large box store for in- 
stance, you can afford to be down for 20 minutes, 30 minutes or 
an hour” notes Michael Hellmers, President of ESL Power Sys- 
tems, Inc. “You can modify your operations to work through the 
time it takes to wheel a portable generator in place or have one 
delivered to your site, hook it up and do the actual transfer. Both 
an MTS and ATS have their applications. We would argue that it 
makes financial sense for most businesses to choose an MTS and 
portable generator solution.” 

Selecting an MTS 

Once the cost benefit analysis has been performed and the 
determination has been made to install an MTS for backup pow- 
er connection, there are several factors to consider. In facilities 
equipped with an MTS, it is more efficient for the end-users to 
make their own connections to a portable generator, since certi- 
fied electricians are in high demand during times of prolonged 
outages and would likely be unavailable or charging a premium 
for their services. 

In lieu of paying steep fees for an electrician and to avoid the 
inconvenience of waiting for their arrival, an MTS equipped with 
color-coded, cam-style connectors, such as those equipped on 
a StormSwitch™ manual transfer switch, enable users to easily 
make these electrical connections in a quick and safe manner. 

It is very important for the manual transfer switch to be inter- 
locked. There are several different types of interlocking options. 
However, Daley prefers a lever system with circuit breakers, as it 
is a fail-safe in preventing cross connections and the user does 
not have to hunt for fuses at an inconvenient time. This type of 
interlock also eliminates the chance of losing or duplicating keys. 
Beyond its ease of use and safety features, there’s one thing that 
separates a top quality and industry-tested MTS from its substan- 
dard counterparts, UL certification. 

Building inspectors typically require new equipment to be 
“Listed”. When comparing various product listings put out by Na- 
tionally Recognized Testing Laboratories (NRTL), it is important 
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to know what the appropriate category is for the specific applica- 
tion. For instance, UL 1008 is set aside for transfer switch equip- 
ment and certifies that the complete assembly has passed a rigor- 
ous testing procedure, including short circuit, temperature, hi-pot 
and structural, to ensure safety. In contrast, UL 50 only certifies 
that the actual box housing the equipment meets the minimum 
requirements for structural and environmental integrity. 

Some facilities may require manual transfer switches to be ser- 
vice entrance rated (SUSE), which is an important consideration for 
equipment being installed at the building’s utility service entrance. 

Increasing Need for Standby Power 

While there are many things to consider when installing a 
backup system, one thing is certain: businesses will feel the im- 
pact when power is lost for an extended period of time. “The reli- 
ability of the electrical grid in the United States is being called 
into question more often,” Hellmers said. “Not enough money is 
being spent on major infrastructure repairs to the grid, plus we 
are seeing an increase in the number and severity of storms and 
weather related emergencies. Whether we are talking about ice 
storms, wind storms, hurricanes or significant heat, we are End- 
ing that a lot more companies and municipalities are looking at 
emergency backup power closer than they did five years ago.” 

With an increasing demand for emergency backup power, 
owners must ask themselves: How often should we expect to lose 
power in a given year? A 2013 report published by the White 
House estimates a total of “679 widespread power outages oc- 
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curred due to severe weather” from 2003 thru 2012. Businesses 
can expect to lose power an average of 3.9 times per year. At this 
rate, it would take over 364 weeks for the permanent generator 
to pay for itself compared to the high-end rental charge of $1,400 
a week for a portable generator. Not only is an MTS, such as the 
StormSwitch, easily operable by an average Joe, it is far less ex- 
pensive and quite simply the better business decision. 

A study conducted by the Congressional Research Service esti- 
mates the cost of weather-related power outages to be between $25 
and $70 billion dollars annually (Campbell 2012). The costs associ- 
ated with power outages can manifest in different form such as lost 
productivity & wages, spoiled inventory, delayed production, and 
the inconvenience of getting things back up & running. 

Annual costs can vary and are highest in years with major di- 
sasters such as Hurricane Ike in 2008 and Super Storm Sandy in 
2012, both of which resulted in damages of over $50 billion dollars. 

Additionally, the occurrence of both major power outages and 
severe weather is increasing. The U.S. Energy Information Ad- 
ministration show that weather-related power outages have in- 
creased considerably since 1992. 

Since 1980, the US has sustained over 140 weather disasters 
whose costs have topped at least $1 billion dollars. The combined 
total of these events has exceeded $1 trillion dollars (U.S. De- 
partment of Commerce 2013). Moreover, seven of the ten most 
expensive storms in the country’s history occurred between 2004 
& 2012 (U.S. DOC 2012). 

It’s clear that the need for standby power is not only necessary 
to help avoid damages, but also to gain a strategic advantage over 
competitors. Businesses that are up and running through a power 
outage, will gain the respect of area consumers. And that can pay 
off big when it comes to your reputation. 

“I do like to talk about production,” Daley said. “I can’t tell 
you how many outages I’ve responded to where there’s a wide 
area of two to three blocks without power. The one business that 
does have power? That business can’t keep the customers away. It 
almost becomes a Disneyland attraction.” 

A Bright Future for Manual Transfer Switches 

What is the cost impact if your business loses power for 1 hour, 
12 hours, 24 hours, or 3 days? How long would it take for a man- 
ual transfer switch to pay for itself? Take into account perishable 
goods, lost sales, wages, spoiled inventory, delayed production 
and the headaches caused. Have you considered how your cus- 
tomer base might diminish if your competitor does have power in 
those critical times? Reputation goes a long way. You just may find 
that a StormSwitch manual transfer switch provides you the safe, 
flexible connection that you can’t afford not to have. ■ 

1. Source- (ECONOMIC BENEFITS OF INCREASING ELECTRIC GRID RESILIENCE 
TO WEATHER OUTAGES Executive Office of the President August 2013) 


About the Author 

Dan Rafter is a freelance writer with more than 
20 years of journalism experience. He’s written for 
such publications as the Chicago Tribune, Washing- 
ton Post, Business 2.0 Magazine, BusinessWeek Online, 
Consumers Digest and dozens of trade magazines. 
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About David I. Coren 

After working in the financial sector for nearly a decade, David I. Coren began his career in 
On-Site Power at Zenith Controls, headed by his father (and 1978-79 EGSA President) Arthur Co- 
ren. David became active in Zenith’s business development group. He worked closely with Execu- 
tive Vice-President and 1998 EGSA President, Ron Seftick and was eventually named President of 
Zenith Controls. David actively served EGSA as a conference presenter; along with serving 
on and chairing the Convention Planning Committee in 1998. Sadly, in April of 1999, he 
was diagnosed with a brain tumor and in September of 2000, we lost him. 

David is remembered for his desire to succeed, his leadership potential and his ability 
to motivate his fellow association members. 


d* 




n 2002, EGSA launched the 
David I. Coren Scholarship 
Program, to promote awareness 
of, and generate interest in, the 
exciting field of On-Site Power! 
Since that time, your Asso- 
ciation has given out over a 
quarter of a million dollars 
to deserving students like 
the ones featured herein. 
Upon completion of 
the Education Com- 
mittee’s review of the 
applicants and at the 
direction of the EGSA 
Board of Directors, 
EGSA awarded 8 
scholarships, each 
for $2,500 for the 
2014-2015 calen- 
dar year. 

Here is a 
preview of this 
year’s scholar- 
ship winners! 


DAVID I. COREN MEMORIAL SCHOLARSHIP 


EGSA'S DAVID 1. COREN MEMORIAL SCHOLARSHIP 









Nathan Woods 

T hank you for selecting me as a David I. Coren Memorial Scholarship recipient. My name is Nathan Woods. 

I currently live in McVeytown, PA. I am a second year student at Pennsylvania College of Technology, 
which is located in Williamsport, PA. I am enrolled in the On-Site Power Generation program. In the spring 
of 2015, I will graduate with an Associates Degree. I am currently maintaining a 3.565 major GPA. During 
my junior year of high school I was awarded a $1500/yr scholarship from Skills USA. As far as honors go, I 
made the Dean’s list my second semester at Penn College. 

My hobbies include hunting, fishing and riding dirt bikes. I am currently employed at Stauffer’s farm 
Repairs in McVeytown. During my employment, I have worked on a wide variety of farm equip- 
ment such as tractors, skid loaders, hay bines, disk bines and track loaders. I have done 
everything from routine maintenance to transmission work. My ultimate 
career goal is to obtain a job in the Power Generation industry 
with a company that shared the same values as I have. I 
believe in hard work, honesty and not taking shortcuts. 


Anthony Deneys 

M y name is Anthony Deneys and I come from Pulaski, WI. This is a rural 
area just outside of Green Bay. I grew up on a farm and always enjoyed 
working with my hands. I always wanted to work on mechanical things. As I grew 
older, I wanted a career that was both challenging and let me get my hands dirty. 

I know that I found this at Fox Valley Technical College through their FABTECH 
program in Oshkosh, WI. Their program has taught me so much about both diesel 
engines and generators. I have learned the ins and outs of both engine service as well as 
generator repair. I have been offered a position with FABCO, the local Caterpillar dealer 
and will start working repairing both marine and mobile generators after graduation. I am 
looking forward to taking what I have learned and implementing it in the held. 

I would like to thank EGSA for the Scholarship. It will help me as I move forward with 
this exciting new career. 






Sergio Caetano 

H i my name is Sergio Caetano and I live in 
West Orange, NJ. I currently attend school 
at Lincoln Technical Institute in South Plainfield. 

I would like to thank EGSA for the opportu- 
nity to further my education in Power Generation with the 
help of the David I. Coren Scholarship program. I look forward to a 
bright future in the On-Site Power Generation industry. 


Jordan David 


H i! My name is Jordan David and I live in Montgomery, MN on my family’s farm. I graduated 
from Montgomery/Lonsdale High School. I joined the MN National Guard and graduated 
from AIT with a MOS of a Power Generation Technician. 


I then attended Alexandria Technical and Community College where I received an Associates 
of Applied Science Degree in Diesel Technologies. During the summer after my first year, Ziegler/ 
Caterpillar hired me for an internship at the Shakopee, MN location in their Electric Power Gen- 
i eration Shop. I was truly happy when they offered me a full time position after my graduation. 
I want to thank EGSA for awarding me this scholarship and helping me obtain 
my career goals. 


RIAL SCHOLARSHIP 
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Andrew Cornett 

H ello! My name is Andrew Cornett. I would like to begin by expressing my appreciation 
for being selected as a recipient of the David I. Coren Memorial Scholarship. It means a 
lot to me to have been recognized for my achievements. 

I currently live in O’Fallon, MO and attended Linn State Technical College in Linn, 
MO, where I made the Dean’s List. I finished with an Associates Degree in Applied Sci- 
ence in the Medium/Heavy Truck Technology Program, and earned a second degree in 
Electrical Power Generation. I now look forward to beginning a career in this exciting 
held, with many successful years ahead. 

My interests outside of school and work include attending and watching Blues Hockey 
games whenever possible, snowboarding, fishing, and spending quality time 
with my family and friends. 


Anisa Harris 

M y name is Anisa Harris. I enjoy fishing, track and held and also volunteering 
at the Okmulgee Humane Society. I grew up around guys, so cars were always 
an interest to me and once I graduated high school I went to Union County Vo-Tech during the 
day while working nights to be able to put myself though school. 

I became ASE certihed and was just about to graduate from Vo-Tech when the opportunity to 
work for a temporary power company came along, and the opportunities were endless. Not only 
would I have the opportunity to do great things like work at the Super Bowl, but I would also be 
able to help others when things like natural disasters or power outages occurred. 

My auto mechanics background constantly helps me while I’m in school, I can always look back 
and say hark work pays off and that pushes me to try to do better everyday. Such motivation has led 
me to become a member of Phi Theta Kappa and a volunteer. I not only try to better myself, but also 
help those around me. I can honestly say I enjoy this held tremendously because not only do you get 
to see your hard work pay off but you also have the opportunity to give back and help others. 




Adam Bathon 

M y name is Adam Bathon. I am 21 years old and I live in O’Fallon, MO. I attended Fort 
Zumwalt West High School in O’Fallon. I received a certificate for Building Trades from 
Lewis and Clark Career Center in St. Charles. 

After high school, I attended Linn Sate Technical College for 2 years and earned an As- 
sociates of Applied Science in Medium/Heavy Duty Truck Technology. After graduation, I 
decided to stay for the summer, in the Electric Power Generation course and earned a second 
ary A. A. S. degree. ■ 


Troy Mumpower 

M y name is Troy Mumpower. I am 18 years old and I live in Purcellville, VA. 

I graduated from Loudoun Valley High School where I played two years of varsity golf and 
finished high school with a 4.1 GPA. I enjoy hunting, fishing, four wheeling and participating 
in demolition derbies. 

This Fall, I will begin attending FABTECH through Fox Valley Technical College where 
I will study On-Site Power Generation. I am very excited to learn about generators. When 
I return home, I will work for Alban Caterpillar as a held service technician. 

I have not had any professional training. I have learned to use different types of equipment 
on my family Christmas tree farm and working with beef cattle on my girlfriend’s farm. 
During my sophomore year in high school, I was offered a job at Hamilton Service 
Center where I learned a lot about cars and trucks. My boss, Michael Spinks, sparked 
my interest in generators. 

My ultimate career goal is to achieve the level of lead technician. 

I just want to say thank you to EGSA for awarding me 
this scholarship, which will be helpful in as- 
sisting me to pay for my school tuition. 


EGSA'S DAVID I. COREN MEMORIAL SCHOLARSHIP PROGRAM 

Brighten Your Future in On-Site Power. . . 

The David I. Coren Memorial Scholarship Program 


I n 2002, the Electrical Generating Systems Association (EGSA) 
established the David I. Coren Scholarship Program to provide 
financial assistance to students who plan to seek employment in 
the On-Site Power Generation industry. 

The Scholarship Program was named after David to com- 
memorate his exemplary leadership in the industry, as well as 
his efforts and many contributions to advance EGSAs efforts. 

Scholarships are awarded each calendar year during the 
month of July for the upcoming academic year. The scholarship 
payment is made directly to the school on the student’s behalf, 
with scholarship funding being limited to tuition and fees only. 

While the amount of the scholarship and the number of 
scholarships awarded may vary from year to year, EGSA has 
been awarding $2,500 per year per scholarship recipient for the 
last several years. 

Do I Qualify for a Scholarship? 

You must be a high school graduate (or GED equivalent), 
a full-time student at an accredited school, show academic 
achievement and demonstrate admirable characteristics. You 
must also have a declared major in On-Site Power industry- 
related subjects and plan to seek employment in the On-Site 
Power industry once you have earned your degree. 

If you have previously applied for and/or received an EGSA 
Scholarship, you remain eligible for scholarships in subsequent 
years. As a scholarship recipient, you are not prohibited from 
accepting scholarship or financial aid or assistance from other 
sources. 

To qualify, you must: 

• Be enrolled (or accepted) as a full-time student at a 
Vocational-Technical School, Community College 
or a two-year or four-year educational institution. 

• If you are entering your first year of studies, you 
must include an acceptance letter from the school. 

• Have a declared major that is related to the 
On-Site Power Generation industry. 

• Have and maintain a cumulative GPA of 2.8 
(A = 4.0) or above. 

Your academic and personal achievements (merit) will be 
used as the primary basis for the award of a scholarship. Finan- 
cial need may be evaluated as a secondary consideration. 

In awarding scholarships, the EGSA Scholarship Committee 
will examine your application and its supporting documents to de- 
termine whether you are taking the necessary steps to reach your 
goal of employment in the On-Site Power Generation industry. 


I f you plan to seek employment in the On-Site Power in- 
dustry after graduation and you have declared a major 
related to the On-Site Power industry, you should submit an 
application and required supporting documents to EGSA. 

You are responsible for gathering and submitting all of 
the necessary information. Since you will be evaluated on 
the information you supply, it’s important to answer every 
question as completely as possible. All of the information 
you submit is considered strictly confidential. 

In addition to the completed application form, you will 
be required to submit a copy of your transcripts to sup- 
port your application. If you are entering your first year of 
On-Site Power-related studies, you must submit a Letter 
of Acceptance from your school. You must also instruct 
your school’s Financial Aid Office to complete a form and 
submit it to our offices. 

You will also be asked to submit a brief essay, along 
with two confidential references from people who are fa- 
miliar with your skills, interests and ambitions. 


All scholarship details, along with the application packet, can 
be downloaded from www.egsa.org. 

If you have additional questions, contact Michael Pope, 
EGSA Director of Education, at (617) 824-0407 or 
via e-mail to M.Pope@EGSA.org. 




EGSA Announces 2015 Board Election Results 

T he Electrical Generating Systems Association proudly an- 
nounces the election of officers and 3 new Board Members 
for 2015. These new Board Members will assume their offices 
on January 1, 2015. 


The 2015 EGSA Executive Board Members are: 

President - Ed Murphy, Power Search, Inc., Hampstead, NH 


President-Elect - Robert Hahch, Emergency Systems Service Co., 
Quakertown, PA 

Vice President - Charlie Habic, Gillette Generators, Elkhart, IN 

Secretary-Treasurer - Dave Brown, Collicutt Energy Services, 
Santa Fe Springs, CA 

Immediate Past President - Vaughn Beasley, Ring Power Corp., 
St. Augustine, EL 

Also elected to the Board of Directors at large, please 
welcome our incoming (2015-2017) Board Members: 



EGSA Announces the Recipients of the 2014 
Raymond G. Russell Education Grant for Vetrans 

T he EGSA Raymond G. Russell Education Grant for Veterans 
was another great EGSA achievement rolled out at the 2014 
Fall Conference! The EGSA Government Relations Committee 
selected their Working Group Members in June and along with 
Mr. George Whittaker, of member company, Russelectric, made 
their final selections and 5 grants were awarded this Fall. 

Congratulations to the following grant recipients in 2014: 


Ole Haaland, Anna, Inc., Annapolis, MD 
David Stringer, ComAp EEC., Fort Collins, CO 
Tom Wein, Generac Power Systems, Waukesha, WI 


Robert Brewer - Power Pro-Tech Services 

Ronnie Carroll - Easier Electric 

Patrick Castellanos - Universal Protection Services 


These 3 incoming Members of the EGSA Board of Directors 
will join the following Directors, who remain on the Board of 
Directors through the coming year: 

Katie Evans, Diesel & Gas Turbine Publications, Inc., Milwaukee, WI 
Bill Kaewart, SENS (Stored Energy Systems, EEC), Longmont, CO 
Rick Morrison, Nixon Power Systems, Charlotte, NC 
Dennis Pearson, Woodward, Fort Collins, CO 
Walter Petty, Atlantic Power Solutions, Siler City, NC 
Lanny Slater, GFS Corporation, Weston, FT m 


Christopher Evers - Power Pro-Tech Services 

Adam Martinez - Central Power Systems & Services 

Special thanks to the Education Grant Working Group and to 
Warner Bauer as Chair of this group! 

The Russell Grant is a great way for EGSA to provide the op- 
portunity to enhance the skill set of the veterans that are already 
in our companies and work force. Our main goal with the pro- 
gram is to recruit discharged veterans and bring them into the 
talent pool of industry pros with the on-site power skill set that 
we, as an industry, are seeking. ■ 


EGSA warns to make you an offer, 
we hope you can’t refuse! 

On Tuesday, December 9th, make plans to join your EGSA colleagues during 
Power-Gen International for our annual Power Party at Maggiano’s! 

We are taking the Power Party to the next level! 
Won’t you join us? 


EGSA 

Electrical 
m Generating 
m Systems 
K Association 


Register for the Power Party today! www.123signup.com/ event?id=ymzdg 
Don’t be left“swimming with the fishes.” 
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—GURTIS 

ENGINE 


ILE: CURTIS ENGINE 


MEMBER PR< 


Curtis Engine Office Team at the 70th Birthday Party at Curtis Engine on June 1 1 



w 1 




j i 
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CURTIS ENGINE www. curtisengine. com 

Curtis Engine is a MTU Onsite Energy generator distribu- 
tor. Curtis also distributes for ASCO and GE Zenith. Curtis 
provides generator rentals and services 4,000 generators in 
the Mid-Atlantic. Curtis Engine is also a pioneer and export 
in landfill gas to electricity applications. 


Curtis Engine, "Generator Set Specialists 
for Over 70 Years" 

C urtis Engine has a long and storied history in the engine and 
generator business. From George Curtis starting Curtis En- 
gine in Baltimore, MD in 1944 to the present day there have only 
been 4 ownership groups. 

George Curtis owned Curtis Engine from 1944 to 1948 and 
then sold the company to Harold Hill, John Chapman and Ed- 
gar “Buck” Freeman. They owned Curtis Engine for 25 years 
until 1973. After selling Curtis Engine, Harold Hill gained fame 
by writing a book on the “Lost Day” from the Biblical book of 
Judges. Curtis Engine still receives calls and emails for Harold, 
even though he passed away in 1987. 

Thomas Koch and Dwayne House bought the company in 
1973 from Hill, Chapman and Freeman. That’s when the Com- 


pany really began to focus on engines and generators. Koch and 
House reflected on their early days with this story. When they 
purchased Curtis Engine in 1973, Curtis had a great deal of old 
inventory of engines, generator ends and other odd pieces. They 
did not place any value on this inventory with the purchase. 
The Oil Embargo of 1974 hit and there was a demand for old 
equipment especially from England. They were able to parlay 
the old equipment into about $75,000 in cash. The guys, then 
in their early 30’s, thought they had struck gold. They even flew 
to London to sell more of the equipment. 

Curtis Engine became one of the largest Onan distributors in 
the country. This lasted until 1994 when Cummins bought out 
the non-Cummins bred distributors including Curtis Engine. 
During that time, Curtis Engine became a Waukesha Engine 
distributor and Koch acquired House’s interest and became the 
sole owner of Curtis Engine. 

In 1987, Curtis Engine opened one of the first landfill gas to 
energy plants in the USA. Long before the term “green energy” 
was ever coined, Curtis Engine and Prince George’s County, 
MD opened a magnificent power plant. Some 27 years later, this 
plant is still in operation and produces 7mW of power on a con- 
tinuous basis. The plant is powered by 7 Waukesha Engines. 
Curtis Engine has operated this plant on a 24/7, 365 day for 
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MEMBER PROFILE: CURTIS ENGINE 


the County this entire time. It is a great 
success story for Curtis Engine and 
for the County. The power is used for 
County buildings, the local prison and 
the excess is sold back to Pepco. 

The early days of this project pro- 
vided their own thrills. During the first 
year, one engine threw a rod and the 
costs were potentially going to be sub- 
stantial. After some finger pointing be- 
tween Curtis Engine, Waukesha Engine 
and Prince George’s County, the three 
groups worked together and got the en- 
gine back on line for the next 15+ years! 

After the loss of Cummins/Onan in 1994, Curtis Engine re- 
mained the Waukesha Engine distributor for the mid-Atlantic 
and also represented Magnetek, Elliott Magnetek, Baldor and 
then became a Katolight distributor in 2005. 

Koch remained the primary owner of Curtis Engine until 2006 
when a group of Baltimore businessmen bought the Company. 
This 4th group was led by Albert Grimes, Trip Harrison and Mike 
Gill. Paul Koch, Tom’s younger brother, stayed on as an owner of 
Curtis Engine and continues to oversee the sales organization. 



set market. MTU created a new brand 
called MTU Onsite Energy (MTUOE). 
Curtis Engine was named a distributor 
in the mid-Atlantic for MTUOE. The 
Curtis Engine sales team has had great 
success with MTUOE. Curtis Engine 
was named the #1 MTUOE distributor 
for 2013 at a meeting in Detroit. This 
was quite a great honor for the entire 
team as there were 24 North American 
Distributors eligible for this honor. 

Service is a very important part of 
the Curtis Engine business model. Cur- 
tis Engine maintains 4,000 generator 
sets and services all brands of generators and transfer switches. 
The service team is led by Vice President of Service, Wayne 
Brashears. Brashears has over 40 years at Curtis Engine and 
has one of the most respected technical minds in the industry. 
The Service Manager is Michele Kratz. Michele has 25 generator 
technicians reporting to her and her inside team on a daily basis. 
She has a very challenging job and handles it exceptionally well. 

Curtis Engine has a unique expertise in combined heat and 
power (CHP) and other types of gaseous projects from its days 




Paul Koch and Albert Grimes and their wives at the 
annual Curtis Engine Board of Directors Party. 


MTU Series 4000 CHP System 
and 450 kW Standby Generator 
Set at Horseshoe Casino in Balti- 
more, MD. 



Grimes was very attracted to 
Curtis Engine from his days in 
the cellular business. Grimes 
led a group that built the origi- 
nal cell towers for Cellular One 
and each of the towers had a 
generator from Curtis Engine. 

Grimes stated, “I have been in- 
volved with engines with my 
boat and with generators with 
the cell towers. When Trip pre- 
sented me with the business 
plan, it was a natural fit and I 
jumped at the opportunity.” 

In 2008, MTU bought Katolight. MTU had previously pur- 
chased Detroit Diesel giving them an entry into the US generator 


MTU Onsite Energy 400 kW generator set with a 72 hour 
base fuel tank. The tank is oversized to meet the local requirement 
for 12 hours of backup fuel. 


to many more years of success 
tunity to tell its story. ■ 


cent success story was at Horse- 
shoe Casino in Baltimore, MD. 
Curtis Engine recently provided 
a MTU Series 4000 CHP system 
and a complementary MTU Se- 
ries 1600 emergency backup 
generator. 

After 70 years, Curtis Engine 
is an industry leader in provid- 
ing and maintaining generators 
and automatic transfer switch- 
es. The Company looks forward 
and thanks EGSA for this oppor- 


This is a MTU Onsite Energy 
2000 kW on Concourse C at Bal- 
timore Washington International 
Airport. 

with Waukesha Engine and 
now with MTU. The most re- 
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Power Up 

Your Compliance 



Intertek 

ENGINE GENERATOR 
ASSEMBLY 
CONFORMS TO 
Std. UL 2200 
CERTIFIED TO 
Std. CSA22.2 No. 100 


www. i n te rt e k . com/p owe r 
1-800-WORLDLAB 


icenter@intertek.com 


Intertek 


Valued Quality Delivered 



Intertek 




TripleSwitch™ 

3-Way Manual Transfer Switch 
100A - 800A and up to 600VAC 
UL/cUL 1008 in Process 


StormSwitch™ 

Manual Transfer Switch 
1 00A - 2000A and up to 600VAC 
UL/cUL 1008 Listed or in Process 
Suitable for Use as Service Equipment 

TempTap™ 

Generator Docking Station 
100A- 1600A up to 600VAC 
UL 1008 Listed 
CSA in Process 

EMERGENCY POWER 
CONNECTION SOLUTIONS 

F5I 5y*1nm& Or - Cofljrgi. CA C 

|Wl B22-418a- 


New! GenStart 


NFPA HO Lv 1 Compliant 
replacement for Sasler® 
DGC500. Generac® "6" 
Panel & more - $499 

BBS a 



Replacements fop over 65 Onan e 
Control P/Ns 

- Obsolete & 

Current - Save 
Hundreds on 06 pricing! 

Rebuildable "Universal" 
Voltage Regulators 
■All Built in the USA - 5 Yr. Warranty! 


: - a 



ATS & Generator Cont Reman Service 

A SCO* B aster- Cat® Generac® Onan® Kato-' 
Kohler " Zenith * & more; I Yr. Warranty. 
Contact us for a Discount Price List! 


Put the 



On the Case! 


FLIGHT SYSTEMS 

207 Hempt Road. Mechanicsburg, PA 17050 
Toll-Free: 800-403-3728 Fax: 717-590-7327 
www.flightsystems.com 
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Application for Membership 

ELECTRICAL GENERATING SYSTEMS ASSOCIATION 

1650 South Dixie Highway, Suite 400, Boca Raton, FL 33432 • 561-750-5575 • FAX 561-395-8557 

E-Mail: e-mail@EGSA.org • World Wide Web: www.EGSA.org 


Under the leadership of its Board of Directors and operating through its various committees and staff ; EGSA strives to educate , 
provide networking opportunities and share relevant knowledge and trends with industry professionals including manufacturers , 
distributor/dealers , engineers , manufacturer representatives , contractor/integrators and others serving On-Site Power consumers. 


Please type or print all information in upper and lower case (NOT ALL CAPS!) 

Company 

Address 

City State/Province 

Zip/Postal Code Country 

Phone FAX 

Official Representative Title 

Representative's E-Mail Company's Web Address 

How did you hear about EGSA? □ Website □ Powerline magazine □ Colleague □ POWER-GEN □ Other 

Why are you joining EGSA? □ Certification Program □ CEU Program □ Power Schools □ Buying Guide Listing □ Other 


Contact Information 


2 * Member Classification Read the Membership classifications below and check the box that describes your firm's classification. 


I. FULL MEMBERSHIP 


II. ASSOCIATE REGULAR MEMBERSHIP 


□ MF Manufacturer Membership 

Any individual, sole proprietor, partnership or corporation seeking membership must 
apply for a Full Membership as a manufacturer if they meet one or more of the following 
criteria: 

1 . They manufacture prime movers for power generation. 

2. They manufacture generators or other power conversion devices producing electricity. 

3. They manufacture switchgear or electrical control devices. 

4. They manufacture or assemble generator sets, UPS systems, solar power, hydropower, 
geothermal, or any other power production or conversion system including related 
components or accessories for national or regional distribution. 

5. They are a wholly owned subsidiary of a firm that qualifies under rules one through 
four. 

□ DD Distributor/Dealer Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a distributor 
or dealer for products listed under Manufacturer Membership may apply for Full Member- 
ship as a Distributor/Dealer. If an organization qualifies under Manufacturer Membership, 
it is not qualified under this section. 

□ Cl Contractor/Integrator Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a Contractor 
or Equipment Integrator of products listed under Manufacturer Membership, not bound by 
brand, geographic territory or contractually obligated as a Distributor/Dealer of a specific 
product. These firms typically purchase products from a Distributor/Dealer, Manufacturer 
or Retailer, adding value through installation, product knowledge, relationships, unique 
services, etc., and then re-sell the resulting product to an end-user. 

□ MR Manufacturer's Representative Membership 

Any individual, sole proprietor, partnership or corporation actively engaged in the repre- 
sentation of products listed under Manufacturer Membership may apply for Full Member- 
ship as a Manufacturer's Representative. If an organization qualifies under Manufacturer 
Membership, it is not qualified under this section. 

□ EM Energy Management Company Membership 

Any individual, sole proprietor, partnership or corporation engaged in energy manage- 
ment, including Energy Service Companies (ESCOs), Independent Power Producers (IPPs), 
Integrators, Aggregators, and other similar enterprises may apply for Full Membership as 
an Energy Management Company. 

□ Associate Full Membership (mark appropriate category at right) 

Any individual, sole proprietor, academic institution, student, partnership or corporation 
meeting the requirements of Associate Regular Membership may apply for Full Member- 
ship at their option to enjoy the privileges of Full Membership, including the rights to vote 
and to serve on EGSA's Board of Directors. Initiation fees and annual dues will be assessed 
at the existing non-manufacturer Full Member rates. 


□ AA Trade Publication Membership 

Any trade publication dealing with the electrical generating systems industry 
or its suppliers may apply for Associate Membership-Trade Publications. 

□ AB Trade Association Membership 

Any trade association made up of individual or company members shar- 
ing a common interest in the electrical generating systems industry may 
apply for Associate Membership-Allied Associations. 

□ AC Engineer Membership 

Any consulting or specifying engineer may apply for Associate Member- 
ship-Engineer. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AD End-User Membership 

Any individual employee of a company who owns or operates electrical 
generating equipment and/or related switchgear or components, whose 
responsibility to his employer includes planning, design, installation, 
supervision, or service of such equipment may apply for Associate Mem- 
bership-User. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AE Service Membership 

Any individual, organization or academic institution that offers services 
such as research, testing or repair to the electrical generating systems 
industry may apply for Associate Membership-Services. Membership 
may either be held in the individual's name or the organization's name 
under this classification. Individual companies whose employer or parent 
organization qualifies as a Full Member, as described in the Full Member- 
ship section, do not qualify for this category. 

□ AG Educational Institution Membership 

Any postsecondary vocational-technical school or college offering on-site 
power generation-related instruction may apply for Associate Member- 
ship-Education Institution. 

□ AR Retiree Membership 

Any individual who retires from a member company may apply for As- 
sociate Membership-Retired. This classification does not apply to any 
individual who is employed more than 20 hours per week. 

□ AF Student Membership 

Any individual currently enrolled at an academic institution may apply 
for Associate Membership-Student. 



Application for Membership - pa ge 2 


Dues Schedule (Use for Section 3) 

Annual Dues 

Initiation Fee 

TOTAL 

Manufacturer 

$870 

$200 

$1070 

Distributor/Dealer 

$300 

$100 

$400 

Contractor/Integrator 

$300 

$100 

$400 

Manufacturer's Rep 

$300 

$100 

$400 

Full Associate Member 

$300 

$100 

$400 

Energy Management Companies 

$210 

$100 

$310 

Regular Associate Member 

$210 

$100 

$310 

Retiree Member 

Complimentary 

$0 

$0 

Student Member 

Complimentary 

$0 

$0 


NOTE: A FULL 1 2-MONTH DUES PAYMENT MUST BE RECEIVED WITH THIS APPLICATION. The Association's Membership Year is January 1 
through December 31 . Dues payments that extend beyond the first Membership Year will be applied to the second year's dues. 

FULL PAYMENT MUST BE RECEIVED WITH APPLICATION. 


3 . Membership Dues (Please fill in the appropriate TOTAL 
amount from the above dues schedule.) 


Membership Dues $_ 
Membership Plaque (optional)** $_ 
On-Site Power Reference Book (optional)** $_ 
Florida Residents : Add 6% Sales Tax to ** items $_ 
** Shipping and handeling is included for Continental US Residents. 
Non Continental US Residents should call ECSA $_ 

Headquarters for shipping charges for **items. TOTAL $_ 


49.95* * 

137.00* * 


4 « Payment Method (Payable in USS drawn on U.S. bank, 
U.S. Money Order, or American Express) 

□ Check # Amount Due $ 

□ Money Order 

□ Mastercard □ Visa □ American Express 

Card # Exp. Date 

Signature: 

Print Name: 


- J • Products/Services Please describe the nature of your business (50 words or less, NOT ALL CAPS). If you are a Manufacturer's Representative or 
Distributor/Dealer, please indicate which manufacturers you represent and/or distribute for; if you are a student, please provide the name and location of your 
school, your major and your anticipated graduation date: 


Do you buy AND sell equipment? O Yes □ No Do you manufacture packaged equipment? □ Yes □ No 


Available Codes: 



Enter codes here: 

01 —Batteries/Battery Chargers 

02 —Control/Annunciator Systems 

09 — Generator Laminations 

1 9 —Silencers/Exhaust Systems/Noise Abatement 
20— Solenoids 

Products sold: 

10— Generator Sets 


29 — Education 

1 1 —Generators/Alternators 

21 — Swtichgear and Transfer Switches (Automat- 


30— Emission Control Equipment 

12— Governors 

ic or Manual), Bypass Isolation Switches, 


04— Enclosures, Generator Set 
05 — Engines, Diesel or Gas 

1 3 — Heat Recovery Systems 

14— Instruments and controls, including meters, 

and/or Switchgear Panels 
22 —Trailers, Generator Set 

Products rented: 

06— Engines, Gas Turbine 

gauges, relays, contactors, or switches 

23 — Transformers 


07 — Engine Starters/Starting Aids 

15— Load Banks 

24 —Uninterruptible Power Supplies 


08 — Filters, Lube Oil, Fuel or Air 

1 6 — Motor Generator Sets 

25 —Vibration Isolators 


28 -Fuel Cells 

1 7 — Radiator/Heat Exchangers 

26 —Voltage Regulators 

Products serviced: 

03 — Fuel Tanks and Fuel Storage Systems 

18— Relays, Protective or Synchronizing 

27 —Wiring Devices or Receptacles 


6 m Sponsor(s): A"Sponsor" is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the 
Board to act favorably on this application; however, if a Member recommended that you consider membership, we request that individual's name and com- 
pany name for our records. 


Sponsor Name Company Name 


7 • Official Representative's Authorization 

Signature 

Date 
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MF=Manufacturer DD=Distributor/Dealer CI=Contractor/Integrator MR=Manufacturers Rep 
EM=Energy Management Co. AA=Trade Publication AB=Trade Association AC=Engineer 
AD=End-User AE=Service AG=Educational Institution AR=Retiree AF=Student 


CD & Power DD 

Martinez, CA 

Lisa Carter, General Manager 

Generator sales, service, installation, rental and 

parts. MQ Power, Kohler, Honda, Generac, Pow- 

ertech. 

Central Carolina Community College .... AG 

Sanford, NC 

Dr. T.E. (Bud) Marchant, President 
At Central Carolina Community College we offer 
the following areas of study: Electronics Engineer- 
ing Technology, Computer Integrated Machining 
with an emphasis in Tool, Die and Mold Making. 

Coliseum Electric Corporation MF 

Sarasota, FL 
Rafael Kolic, President 

Manufacture and design continuous and standby 
duty generators from 4 kW up to 500 kW for in- 
dustrial, agriculture, PTO, residential, light tower, 
marine and limited space applications. Perma- 
nent magnet generators 4kW-16kW. Product lines 
include options with auxiliary winding or PMG 
excitation. Specialize in custom generators for all 
applications. 


Comporium Communications AD 

Rock Hill, SC 

Tim Bennett, Facilities Technician 
We are a telecommunications business provid- 
ing telephone, cable, high speed internet and 
security to the local region of our area. We repair 
and maintain the backup generators and transfer 
switches for our entire enterprise. 

Marlndustrial DD 

Montreal, QC 

Eric Nadeau, President 

Marlndustrial specializes in sales, service, parts 
and engineering: power transmissions, indus- 
trial engines, gensets, power units. Authorized 
genset distributor: HIPOWER, Lister Petter, 

Aksa, Subaru portable and alternators: WEG and 
MECCALTE. Custom MarPower genset DEUTZ 
engines: 3Ddrawing and load test. Authorized en- 
gine distributor: Deutz, Hatz, Lister Petter, Ford, 
Mitsubishi large bore. 


Maxwell Technologies MF 

San Diego, CA 

Mark Burnside, Sr. Marketing Manager 
Maxwell designs, builds and markets the ultra- 
capacitor based engine start modulator (ESM) 
starting gas & diesel engines ranging from 8 to 
80 liters. The ESM works in conjunction with 
lead-acid and NiCd batteries to ensure reliable 
starts regardless of condition & state-of-charge of 
batteries. 

Precision Mechanical Services Cl 

Bossier City, LA 
Chase Hamilton, Manager 

Precision Mechanical Services is a Generac Indus- 
trial Dealer/LA State contractor which offers sales, 
services and installation of power generation. 


Global Coverage Of The Power Generation Markets 

Industry News . . . From Kilowatts To Megawatts 
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Jteelfi Gas Turbine 

sourcing Guide 


* 




ENGINE 


KCXjhVI 


NEWS 


DNN 


or Digital 


Your Choice — We Deliver Subscribe At www.dieselpub.com 
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EGSA JOB BANK 


USA Central 


Regional Generator Sales 

Central Power Systems & Services, Inc 

Location: St. Louis, MO 

Regional Generator Sales Reps needed in Kansas City 
and St. Louis. Strong base wage, incentive program, 
car & gas allowance, expense card, FREE MEDICAL 
insurance, FREE LIFE insurance, etc. PAID RELO 
depending on experience and skill set. EOE 
To apply: Fax resume to 816-781-4518 or e-mail it to 
jobs@cpower.com 

Regional Generator Sales 

Central Power Systems & Services, Inc. 

Location: Liberty, MO 

Regional Generator Sales Reps needed in Kansas City 
and St. Louis. Strong base wage, incentive program, 
car & gas allowance, expense card, FREE MEDICAL 
insurance, FREE LIFE insurance, etc. PAID RELO 
depending on experience and skill set. Fax resume to 
816-781-4518 or e-mail it tojobs@cpower.com EOE 
To apply: e-mail resume tojobs@cpower.com 

Power Generation Mechanics 

Central Power Systems & Services, Inc. 

Location: Liberty, MO 

Generator Technicians ($$ Sign-On Bonuses) - 
Business is Booming!! Central Power Systems has 
immediate openings for Generator Technicians in 
St. Louis, MO, Kansas City, MO, Wichita, KS and 
Liberal, KS. Strong base + great benefits. Paid Relo 
and/or Sign On Bonuses!! Fax resume to 816-781- 
4518 or e-mail it tojobs@cpower.com; EOE 
EGSA Certified Techs Preferred. 

To apply: e-mail resume tojobs@cpower.com 

USA Mid-Atlantic 


Assistant Sales Manager 

Alban CAT 

Location: Elkridge, MD 

Alban CAT is currently seeking an Assistant Sales 
Manager to Develop strategic alignments to steer 
and control the sales activities with the objective to 
achieving the sales targets for the business unit. The 
successful candiate will have a minimum of five years 
experience in Power Generation sales. Minimum of 
five years management experience. Alban CAT is an 
Equal Opportunity/Affirmative Action employer. 

To apply: For a complete description 
and to apply visit www.albancat.com 

Power Generation Technician 

Cummins Atlantic 

Location: Summerville, SC 

Diagnose, troubleshoot and repair electrical generator 
systems and related engine mechanical failures, as 
well as utility transfer switches and switchgears. 
Requirements: 

• Minimum of 10 years PowerGen, 2 years 
Transfer Switch experience 

• Exercises excellent judgment in analyzing and 
resolving complex issues 

• Competently analyzes and prioritizes 
information to make appropriate 
recommendations 

To apply: https://rel2.ultipro.com/CUM1006/jobboard/ 
NewCandidateExt. aspx? JobID=2 75 


EGSA Job Bank Guidelines 

EGSA will advertise (free of charge) EGSA Member 
company job openings in the Job Bank. Free use 
of the Job Bank is strictly limited to companies 
advertising for positions available within their 
own firms. Companies who are not members of 
EGSA and third-party employment service firms 
who service our industry may utilize the Job Bank 
for a $300 fee. Blind box ads using the EGSA Job 
Bank address are available upon request; company 
logos may be included for an additional fee. EGSA 
reserves the right to refuse any advertisement it 
deems inappropriate to the publication. To post 
an EGSA Job Bank ad (limited to approximately 50 
words) please visit www.EGSA.org/ Careers. aspx. 


USA Midwest 

Commercial Sales - Power Generation 

Cummins NPower LLC 

Location: Fargo, North Dakota 
The purpose of this position is to sell commercial 
power generation products and service capabilities 
to meet the sales objectives for the territory. 
Identifies, develops, and maintains strong customer 
relationships advancing brand loyalty and meeting 
customer needs. Customers include contractors, 
engineers, and end users. Works independently with 
team support from the Corporate Branch. 

To apply: Please go to our website to apply online 
www. cumminsnpower. com 

Territory Manager 

Cummins NPower LLC 

Location: Fargo, North Dakota 
Please go to our website to learn more and to apply! 

To apply: www.cumminsnpower.com 

Sr Manager After Sales 

MTU Onsite Energy 

Location: Mankato, MN 

Responsible for directing and managing the MTU 
Onsite Energy After Sales groups: Parts, Service 
and Warranty. Support technical and sales related 
decisions to improve customer relations and promote 
new product sales. Promote and actively enforce 
compliance with company guidelines. Preferred 
knowledge in power generation, Bachelor’s Degree, 
5-7 years managerial experience. 

To apply: Online at http.V/powergen.mtuonsiteenergy. 
com/mtuonline/ About/ 'Careers/ 'tabid/5 7/Default, aspx 


Product Manager 

MTU Onsite Energy 

Location: Mankato, MN 

Identifies, plans, and recommends new product 
development and improvement of current products to 
meet company objectives. Must be an entrepreneurial 
thinker that can work cross-functionally with 
multiple internal departments and external 
customers to ensure that new product development 
meets company strategic goals and customer 
expectations. BS-Engineering/Business. Experience: 
2yrs Power Generation. 

To apply: Online at http.V/powergen.mtuonsiteenergy. 
com/mtuonline! About/ 'Careers/ 'tabid/5 7/Default, aspx 

Application Engineering Manager 

MTU Onsite Energy 

Location: Mankato, MN 

Plans, organizes and directs the Applications 
Engineering department to meet company 
objectives for design, new product development and 
improvement of product lines by interacting with 
the sales department to determine project feasibility. 
Required: BS Degree Engineering, 5-7 years of 
experience, Knowledge of Engineering design, 
mechanical drafting & design experience. 

To apply: Online at http.V/powergen.mtuonsiteenergy. 
com/mtuonline! About/ Careers! 'tabid! 5 7/Default, aspx 

Engineering Services Manager 

Patten Industries / Caterpillar Dealer 

Location: Elmhurst, IL, USA 

Patten Power Systems is seeking an Engineering 
Services Management Professional to lead our Power 
Systems Engineering Team. Applicant should have 
experience in leading a high-performing Electrical 
Engineering Team. Applicant should have proven 
track record of Systems Engineering, Services Sales, 
and Team Leadership. Please visit link below for full 
details. EEO M/F/Vet/Disability 

To apply: https://home.eease.adp.com/ 
recruit/?id=941 2941 

Sales Manager 

Patten Industries / Caterpillar Dealer 

Location: Elmhurst, IL, USA 

Patten Power Systems is seeking a seasoned Sales 
Management Professional to lead our Power Systems 
Sales Team. Applicant should have significant 
experience in leading either a high-performing 
Electrical or Power Systems Sales Team. Applicant 
must have a proven track record of market analysis, 
strategic market penetration planning and successful 
execution of that plan. Please visit link for full details. 
EEO M/F/Vet/Disability. 

To apply: https:! /home. eease.adp.com/recruit/?id=9358601 



Manufacturer’s Rep Seeking Principals 

Leading Mid-South manufacturer’s rep is seeking addi- 
tional product lines. We have decades of experience in 
all aspects of the onsite power generation industry. We 
are interested in adding quality complementary manu- 
facturers to our line of superior products serving the 
industry. Our record of outstanding success can help 
you achieve your sales and market share goals. Please 
respond if you have an area where you desire additional 
sales and market share. 

Please respond to: J.Kdlough@EGSA.org 
(Reference PLMJ13JB-1) 
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USA Northeast 


Power Systems - Class A Field Technicians 

H.O.Penn Machinery 

Location: Bronx, NY 

H.O.Penn, the Caterpillar dealer for lower NY and all 
of CT has an immediate need for Field Technicians to 
work on large Electric Power Generators (Diesel and 
Gas) and associated equipment - out of our Bronx NY 
location. Apply at www.hopenn.com or call 1.855. 
CAT4JOB for more information. 

To apply: https://careers-hopenn.icims.com/jobs/1136/ 
mechanic— power-systems-field-service-class-a/job 

Aftermarket Sales 

Kinsley Power Systems 

Location: Boston, M A 

Kinsley Power Systems is seeking an Aftermarket 
Sales Manager. The position is responsible for 
developing, growing and managing the Company’s 
emergency power generator service sales business 
throughout a given geographic territory. You will be 
the ambassador to the Company’s service department 
by selling service agreements, extended warranties 
and other service products to new customers while 
maintaining and expanding relationships with 
existing customers. The sales process includes, but 
is not limited to prospecting, cold calling, probing, 
qualifying, presentation & proposal generation and 
closing Accounts. The position is a hybrid of outside 
sales, technical sales, account management and 
customer service. 

To apply: Lbarnes@kinsley-group.com 

Rental Sales Manager 

Kinsley Power Systems 

Location: East Granby, CT 

Kinsley Power Systems is looking for a Rental Sales 
Manager. The position is responsible for prospecting 
and closing business for rental temporary generators 
and associated accessories (distribution, cables, 
transport, fueling) and related assets (light towers/ 
message boards). 

To apply: lbarnes@kinsley-group.com 

Aftermarket Sales, Boston MA 

Kinsley Power Systems 

Location: East Granby, CT 

Kinsley Power Systems is seeking an Aftermarket Sales 
Manager. The position is responsible for developing, 
growing and managing the Company’s emergency 
power generator service sales business throughout 
a given geographic territory. He/she will serve as an 
ambassador to the Company’s service department 
by selling service agreements, extended warranties 
and other service products to new customers while 
maintaining and expanding relationships with 
existing customers. The sales process includes, but 
is not limited to prospecting, cold calling, probing, 
qualifying, presentation & proposal generation and 
closing Accounts. The position is a hybrid of outside 
sales, technical sales, account management and 
customer service. 

To apply: Lbarnes@kinsley-group.com 


Field Service Technicians (Diesel & Gas) 

Kinsley Power Systems 

Location: CT, NY, MA, NH, VT, ME, NJ, PA, R1 
Kinsley Power Systems is seeking experienced 
generator technicians throughout the Northeast. This 
position is responsible for completing preventive 
maintenance, repairs and service on standby power 
generation equipment. Due to the nature of the 
service business Field Service Technicians must 
reside within 25 miles of the available territory and 
have a clean driving record. 

To apply: Lbarnes@kinsley-group.com 

Director of Industrial Sales 

Kinsley Power Systems 

Location: East Granby, CT 

The Director of Industrial Sales is a key contributor to 
the continued growth of Kinsley Power Systems. This 
position requires the successful candidate to create & 
implement a sales plan to exceed budgeted revenue 
goals, and manage some select key/strategic accounts 
directly, and actively manage a staff of outside sales 
engineers to maximize revenue/earnings while 
embracing the Company’s core values and driving 
sales force effectiveness along with utilizing a solid 
analytics competency and CRM expertise. 

To apply: Lbarnes@kinsley-group.com 


USA Northwest 

Generator Field Technician 

EC Company 

Location: Missoula, MT, USA 
EC Company is a diversified organization that 
offers industrial engine & generator distribution, 
parts & service for over 30 brands. The position of 
Field Generator Technician will reside in central 
Montana (Missoula, Helena, Great Falls area), but 
will perform service work throughout Montana. To 
learn more about this position, visit: http://www. 
ecpower.com/UserFiles/Pages/e988ede5-fda3- 
48f2-9c9d-c7397e5756d2/d04c9c88-074a-4189- 
81e8-494db04511e3/Generator_Tech_-_MT_ 
Missoula_5 . 14.pdf. 

To apply: E-Mail your resume to: ElR@e-c-co.com 
or fax 503-220-5384 

Generator Field Technician 

EC Company 

Location: Salt Lake City, UT 
EC Company is a diversified organization that offers 
industrial engine & generator distribution, parts & 
service for over 30 brands. The Generator Technician 
is located in Salt Lake City, and is responsible for 
performing service work throughout the Utah region. 
To learn more about this position, visit http://www. 
ecpower.com/UserFiles/Pages/e988ede5-fda3-48f2- 
9c9d-c7397e5756d2/d04c9c88-074a-4189-81e8- 
494db04511e3/Generator_Field_Technician_-_ 
SLC_12.13.pdf. 

CCB#49737 

To apply: Please email or fax resume and cover letter: 
employment@e-c-co.com, 503-220-5384 


USA Southeast 

Project Engineer, AIP 

Alpha Technologies 

Location: Suwanee, GA 

This position will support project management, 
product quotations and applications technical 
information. Correspond with customers and sales 
in response to customer requests for product use 
information, including: specification, capabilities, 
compatibility, interface and general technology. 
Evaluate product proposals, requests for special 
products, new product capabilities. BA with 4-6 
years in electrical design or support experience with 
working knowledge of UPS. 

To apply: Email resume to opportunities@alpha.com or 

fax to 360-392-2148 

Design Engineer (Mechanical) 

Phoenix Products 

Location: Jacksonville, EL 

Responsible for providing engineering design and 
support for the development of new and existing 
product lines including generator enclosures, marine 
containers, fuel tanks and controls. BS in Mechanical 
Engineering, 5 years experience and AutoCAD 
Inventor competency required. Phoenix Products is a: 
Drug Free Workplace, Veteran Preference Employer, 
EEO Employer 

To apply: 

http://ringpower. applicantstack. com/x/detail / 
a21rwrmfwl8u 

Application Deadline: 2014-11-01 

Power Generation Sales Representative 

Thompson Caterpillar 

Location: Mobile, AL 

This position is responsible for the sale of Caterpillar 
generator sets and industrial engines. Relationships 
will be maintained with end users, consulting 
engineers, contractors, and related equipment 
manufacturers. The sales territory will cover specified 
counties in south Alabama and the panhandle of 
Florida. 

To apply: Please visit us at www.thompsontractor.com 

and click on “Careers.” 

Power Systems Rental Sales Representative 

Thompson Caterpillar 

Location: Mobile, AL 

This person will be responsible for power systems 
rental sales of Caterpillar generators and temperature 
control equipment. The Rental Sales Representative 
should have extensive consultative sales experience 
in power generation and temperature control. The 
sales territory will cover specified counties in south 
Alabama and the panhandle of Florida. 

To apply: Please apply at www.thompsontractor.com; 
click “Careers.” 

Power Systems Rental Sales Representative 

Thompson Caterpillar 

Location: Birmingham, AL 

This person will be responsible for power systems 
rental sales of Caterpillar generators and temperature 
control equipment. The Rental Sales Representative 
should have extensive consultative sales experience 
in power generation and temperature control. The 
sales territory will cover specified counties in north 
Alabama. 

To apply: Please apply at www.thompsontractor.com, 
click on “Careers.” 
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The MIRATECH® LTR™ 

New CARB Level 3+ Verified 
Diesel Particulate Filter System 

Best in class L TR (Low Temperature Regenerau MEm 
regenerates as low as 500°F / 260°C H 

• Designed for maximum reduction of particulate matter (PM) 
from engine exhaust - up to 97% 

• Single housing assembly contains a DOC and a passive DPF 

• Reduces CO, HC, VOC, HAP, and PM on Tier 1 and newer engines 

• Designed for emergency backup and prime power generators 

• Provides critical grade noise reduction, eliminating the need for 
a separate silencer in most applications 

• Designed to accommodate engines sized from 37 kW to 4 MW 

• Carb Verification awarded April 2014 


ENGINEERED TO PERFORM™ 

800-640-3141 | MIRATECHCORP.COM 


EMISSIONS CATALYSTS • HOUSINGS • SILENCERS • SCR 



Carbon Steel Housings 
Standard with High 
Temperature Black Paint 


Designed with 

Also available Easy Access 

in 304SS Service Panels 


• • 

<iu miRRtecH 


DPF • SERVICE • TRAINING • TURNKEY 
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USA Southwest 


Power Generation Technician 

Precision Mechanical Services 

Location: Bossier City, LA 
Following proper procedures 
Troubleshooting and diagnosing emergency 
repair procedures of AC/DC controls 
Troubleshooting and diagnosing gas and diesel 
industrial engines 

Knowledge of or ability to learn gas and diesel 
industrial engine fuel systems and controls 
Knowledge of automatic transfer switches and 
control log 

EGSA Certified Techs Preferred. 

To apply: Call or email 
Application Deadline: 2014-12-12 00:00:00 


Field Service Technician 

Worldwide Power Products 

Location: Houston, TX 

Looking for entry level and experienced Technicians 
to Install, troubleshoot, repair, and maintain diesel 
and natural gas generators and engines ranging from 
20 kW up to 3000 kW. Qualifications: One (1) - 
Fifteen (15) years of experience with diesel and gas 
fired generators/engines 

To apply: http://www.wpowerproducts.com/about-us/ 
careers 

USA West 

Generator Field Technician 

EC Company 

Location: Salt Lake City, UT 
EC Company is a diversified organization that offers 
industrial engine & generator distribution, parts & 
service for over 30 brands. The Generator Technician 
is located in Salt Lake City, and is responsible for 
performing service work throughout the Utah region. 
To learn more about this position, visit: http://www. 
ecpower.com/UserFiles/Pages/e988ede5-fda3-48f2- 
9c9d-c7397e5756d2/d04c9c88-074a-4189-81e8- 
494db04511e3/Generator_Field_Technician_-_ 
SLC_12.13.pdf 
CCB#49737 

To apply: Send your resume to employment@e-c-co.com 
or fax 503-220-5984 


Independent Sales Representative or Firm 

Phoenix Products 

Location: Jacksonville, FL 

Phoenix Products seeks an independent sales 
representative or firm for a West Coast Territory 
that can include Alaska, Arizona, California, 
Hawaii, Idaho, Nevada, Oregon and Washington. 
The representative or firm must be established in 
the Electric Power Industry and will be expected 
to develop and manage relationships with dealers, 
distributors, petroleum contractors, engineering 
firms and other influences throughout the territory. 
Members of EGSA are preferred. Phoenix Products 
serves the needs of our customers by providing 
generator packaging, fuel storage and fuel distribution 
equipment. 

To apply: Send resumes and company profiles to 
sales@phoenixprods.com 
Application Deadline: 2014-10-15 00:00:00 



Phoenix Products 


Your Premier Manufacturer of 
Generator Enclosures and Base Tanks 


High Velocity Hurricane Zone (HVHZ) Enclosures 

• Florida Building Code #PDM825 

• Miami Dade NOA #09-1216.04 

California 0SHPD Pre-approved Day Tanks 

• 50 to 1000 Gallon Capacity OSP-0187-10 


904 - 354-1858 

phoenix.sales@phoenixprods.com 

www.phoenixprods.com 


rt 

phoenix products"* 

A OMtton of fUn-g Power Corporation 
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INDUSTRY NEWS 


Outstanding 

Solutions 

Innovative information 
displays for Power-Gen 
applications. 


CAN CockpitView 

An Intelligent 
Information 
Display that 
integrates and 
prioritizes data 
from multiple 
sources. 




Centrobase 400 

Centrobase 
instrument 
clusters provide 
an affordable, 
off-the-shelf solution for 
integrated information display. 

CANcockpit 

A flexible, 

CAN-based 
system, processing 
data from analog and digital 
sensors and displaying via a 
master / satellite instrument 
architecture. 

Viewline 

Our most 
advanced and 
versatile analog 
instruments ever for power 
generation applications. 




EftSE 



For more info call: 800-564-5066, 
or e-mail: salessupport-us@vdo.com 
Visit the VDO website at: 
www.vdo.com/usa 



David Stahlman Named Director, 
Business Development 

David Stahlman has joined as Director, 
Business Development for Clarke Power 
Generation, Inc. In this new role, Stahl- 
man is responsible for global marketing, 
sales, and business development of genera- 
tors with prime power ratings from 20-600 
kW (25-570 kVA). 

“Dave brings 20 years of progressive 
industry experience to this new position,” 
said Brian Wade, Vice-President of Clarke 
Power Generation. “His strong leadership 
combined with his solid understanding of 
product development, commercial part- 
nerships, and market trends will have an 
immediate impact on our business strat- 
egy and the implementation of our growth 
plan.” 

Stahlman began his career with In- 
gersoll Rand Company in 1994 as an en- 
gineer with multiple products including 
pneumatic and hydraulic piston pumps, 
pneumatic tools, portable oil flooded and 
oil free air compressors. In 2001, Stahl- 
man joined the sourcing team of Ingersoll 
Rand for global diesel engine, trailers, and 
electronics commodity management along 
with value analysis and value engineering 
projects that engaged suppliers as part- 
ners. After leading the marketing product 
management of large compressors for 4 
years, he spent 5 years leading the Doo- 
san Portable Power marketing team as the 
Vice-President of Global Marketing. He 
led the transformation of the brand from 
Ingersoll Rand to Doosan (Doosan pur- 
chased Ingersoll Rand Utility Products in 
December, 2007) along with global port- 
folio management, product development 
and commercial launch of over 30 models. 
Products categories included mobile gen- 
erators, light towers, light compaction, and 
portable compressors. 

Stahlman has a bachelor’s of science 
degree in engineering from West Virginia 
University and a master’s of business ad- 
ministration from Wake Forest University. 
He will be based at Clarke Power Genera- 
tion headquarters in Greensboro, NC USA. 

For more information, please visit 
ClarheGen.com. u 


MIRATECH Appoints Jonathan Rob- 
erts as Division Sales Manager - 
International, Rail and Marine Markets 

MIRATECH, has ap- 
pointed Jonathan Roberts 
as the Division Sales Man- 
ager for the International, 

Rail and Marine Markets, 
based in Chicago, Illinois. 

With the recent merger of 
PTI’s Silencing Division with MIRAT- 
ECH, the expanded product offerings and 
solutions from the combined companies 
presents new sales growth opportunities 
in International regions. Roberts will be 
responsible for growing MIRATECH’s In- 
ternational footprint by increasing sales 
and channels in the regions. In addition 
to the International Markets, Roberts will 
be responsible for growing the Marine 
and Rail markets using the expanded MI- 
RATECH product lines. 

Roberts brings 25 years plus experi- 
ence in the emission control, engine, and 
silencing industries serving both domes- 
tic and International markets. His 7 years’ 
experience with MIRATECH has made 
him a trusted and valued resource in the 
Power Generation, Rail and Marine com- 
munities, knowledgeable in current and 
future industry trends and regulatory 
trends. 

Please visit MIRATECH.com for more 
information. ■ 

Universal AET Board Promotes 
Strojinc to President & Chief 
Operations Officer 

Universal Acoustic & Emission Tech- 
nologies’ Board of Directors recently ap- 
proved the election of Dick Strojinc to the 
office of President and Chief Operations 
Officer, the company announced. 

Strojinc was previously Executive Vice 
President and COO. He will continue to 
be responsible for daily operations, growth 
of company revenues and profitability, and 
strategic operations. He will also support 
long-range planning efforts. 

To learn more, visit universalaet.com. m 



VDO - A Trademark of the Continental Corporation 
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MIRATECH Appoints Nick Detor as 
Power Generation Division Sales 
Manager 

MIRATECH has ap- 
pointed Nick Detor as 
Power Generation Division 
Sales Manager, based in 
Tulsa, Oklahoma. With the 
recent merger of PTEs Si- 
lencing Division with MI- 
RATECH, the expanded product basket 
from the combined companies presents 
new sales growth opportunities in the 
Power Generation market. Mr. Detor will 
be responsible for coordinating the Power 
Gen Sales Team including Regional Sales 
Managers and Manufacturer’s Representa- 
tives, identifying strategic accounts with 
the potential to use MIRATECH’s basket 
of products from MIRATECH’s manufac- 
turing facilities in the U.S. and Canada. 

Mr. Detor has worked at MIRATECH 
for over 10 years and has over 27 years 
of experience in the emission and ex- 
haust industry. He previously led the 
Sales Operations team and was Western 
Regional Sales Manager. Prior to his role 
with MIRATECH, he worked at Stewart 
& Stevenson Services as a sales and ser- 
vice representative in the power genera- 
tion division and was responsible for new 
product and service sales. Mr. Detor holds 
a B.S. in diesel power technology from the 
Oregon Institute of Technology. 

Please visit MIRATECH.com for more 
information. ■ 


Nixon Power Services: Celebrating 
100 Years of Innovation 

Nixon Power Services is preparing to 
begin a second century of service to the re- 
gion next month with an open house cel- 
ebrating its history and founding in 1914. 

Nixon, based in Brentwood, TN, is 
marking its 100th anniversary with an 
open house, from 10 a.m. - 2 p.m. Fri- 
day, Oct. 10, at its Atlanta regional facil- 
ity at 1440 Lakes Parkway, Suite 600, in 
Lawrenceville, GA. Clients, customers and 
other invited guests will see the wide array 
of product and services Nixon offers. 

“At Nixon, we’re very proud of our 100- 
year history that has shaped the founda- 
tion on which Nixon flourishes today and 
that positions our company to continue 
meeting the needs of our customers and 
the marketplace,” said Ron Stanley, Nixon’s 
President and Chief Executive Officer. 

“Nixon is one of the largest distribution 
organizations in North America whose 
sole focus is within the power generation 
industry.” Stanley said. 

Nixon traces its organizational roots 
to 1914 when a young Chattanooga, TN 
businessman, Robert R. Nixon established 
R.R. Nixon Company and began sell- 
ing industrial supplies in Tennessee. The 
company widened its operational scope 
and product offerings during the Great 
Depression, World War II and the post- 
war expansion, specifically with a line of 
standby power generators in the 1960s. 


Nixon’s power 
M I U business began grow- 

!C . i n g rapidly in the 

1970s and beyond, 
when the company 
increased its focus toward generator equip- 
ment solutions offered across a broader 
geographic footprint. The company also 
became a major distributor for industry 
leaders such as Kohler Power Systems in 
1969 and, in 2004, GE-Gas Engines (Jen- 
bacher prime power/ renewable energy 
gas generators). Today, Nixon is one of the 
world’s largest distributors of Kohler gener- 
ators and has earned the prestigious Kohler 
Distributor of the Year honor five times. As 
a premier North American distributor for 
GE - Gas Engines, Nixon has also been 
recognized with Distributor of the Year 
award five times by GE for its outstanding 
performance 

“This singular power generation focus 
brings with it an efficiency in meeting 
the market’s needs,” Stanley said. “Nixon’s 
strength is centered on the expertise and 
commitment of our team members.” 

Stanley is one of several Nixon execu- 
tives attending the open house along with 
Kohler and GE-Jenbacher executives to 
meet with guests. 

Please visit nixonpower.com for more in- 
formation. ■ 




Power- 

Electrical 



Tronics, Inc. 

Power Control Systems 

Universal AC Voltage Regulators 
Static Exciters 

Universal DC Voltage Regulators 
Expert Technical Assistance 
Custom Products Give us a call and find out 

Engineering Assistance low we can help you. 

Field Services 830.895.4700 




www.power-tronics.com 

Manufacturing Voltage Regulating Systems for the 
International Electrical Generator Service and Repair 
Industry since 1939, 



Made in Texas 
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Innovation. Intuition. And control at your fingertips. 




Emerson and ASCO are trademarks of Emerson Electric Co. or one of its affiliated companies. ©2014 Emerson Electric Co. CS1 05 ASCO Power Technologies 




ASCO’s new Series 300 Group “G” Microprocessor Controller. 
Sophisticated functionality for dependable operation. 

Following in the footsteps of ASCO’s revolutionary 300 ATS, the new 
Group “G” controller offers even more features with intuitive screen 
navigation for easy operation. 

• New 1 28x64 graphical LCD display 

• Available for open or delayed transition transfer 

• Remote monitoring and control enabled 

• Expanded voltage/current monitoring capability 

Best of all, the new Series 300 Group “G” is covered by ASCO’s life cycle 
technology, support and service. 


www.EmersonNetworkPower.com/ASCO • (800) 800-ASCO • ascoapu.com 


ASCO Power Switching & Controls 

Just another reason why Emerson Network Power is a global leader in 
maximizing availability, capacity and efficiency of critical infrastructure. 


EMERSON 

Network Power 


EMERSON. CONSIDER IT SOLVED. 










